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Style Is Woman’s Buy-Word 


Men Create a Fashion—But Only Women Understand It 


One of the most timely pictures 
of the place of style in merchan- 
dising has been word-painted by 
Miss M. J. Carr of the D’Arcy Ad- 
vertising Company of St. Louis, 
in an address that she made at the 
salesmen’s convention of the Rol- 
lins Hosiery Mills. Here it is: 


HERE is a French proverb 
that says: “Men are the rea- 
son for women disliking one 
another.” That seems to settle the 
question so often raised “Do women 
dress to please men or other wom- 
en?” And yet, it does not answer 
that question completely. 

For my part I am ready to admit 
that every woman dresses to please 
at least one man. (Some of us are 
more generously inclined—we’d like 
to please ’em all), but and this is a 
very big “but”—in fact it is this 
“but” that puts the most money into 
the cash drawer—although women 
dress to interest men, they buy with 
mortal fear of other women’s criti- 
cism. That is why Style is the 
woman’s “buy-word.” 

What is Style and why is it so 
powerful? Style is that mysterious 
quality that makes a person or 
thing exactly up to date. Anything 
that is up to date must contain all 
the improvements which have been 
invented for articles of its kind. 
It is Style, therefore, that makes 
business profitable. It is the source 
of competition, and therefore the 
life of trade. 


By Miss M. J. Carr 


Miss M. J. Carr 


Nowadays practically everything 
under the sun is valued on a Style 
basis. There is a Style in foods 
and in the utensils used to prepare 
them—a Style in furniture and 
home decoration—in the house 
themselves and in the gardens 
about them—a Style in tools—in 
hardware—in lighting—heating— 
ventilating—refrigeration—a Style 
in automobiles and in children’s toys 
—and as decided a Style in machin- 
ery, factories and stores as in the 
clothes they make and sell. 

Certain forms of amusement are 
the Style and certainly the “rising 


generation” has a very distinctive 
Style of its own—and its members 
are the customers of tomorrow. 

No wonder, then, that Style is the 
woman’s “buy-word.” But the man- 
ufacturers of Style are men. There- 
fore, men, too, cannot afford to 
overlook the style element in goods 
today, if they do not want some 
other man to get their business 
away from them. 


AKING Style as a motive for 

women’s purchases in the cloth- 
ing field, you will find that its mean- 
ing becomes more complicated. Men 
may create a Style in women’s 
clothes—such as silk stockings— 
high heeled slippers—short skirts 
—long sleeves—or no sleeves—as 
the case may be—but a woman’s 
understanding and application of 
that Style is entirely different. 

It requires even a different vo- 
cabulary to express the feminine in- 
terpretation of a Style. The reason 
is fundamental. Man, in creating 
a Style, supplies a woman with a 
new weapon for conquest. Woman 
takes the weapon and turns it to 
her purpose, which is to incite ad- 
miration. She hopes by dressing in 
such a fashion, to inspire in some 
man the sentiment: 

“My love in her attire doth show her 
wit, it doth so well become her.” 

But towards other women her at- 
titude is that of competion. She 
wants to excei in good taste. In 
order to convince another woman 
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that she is the better dressed of the 
two, she must analyze the details by 
which the entire effect of her cos- 
tume has been achieved—that 
makes footwear so important. | 

Thousands of women today may 
be content if their clothes foliow 
the outline-of Fashion, but there 
are millions who are seeking that 
finer touch that makes distinction. 
In an. ensemble. from Paris, it is 
knowing just where to place the 
length of the skirt—the correct line 
and color for hat, gloves and ho- 
siery that achieves this distinction. 

Selling Style to a woman is an art 
in itself. It requires, on the sur- 
face, a fluent use of style vocabu- 
lary, which is constantly changing 
and must be kept as up to date as 
the garment—also—pictorial dem- 
onstration of how the garment 
looks, fits and whenever. possible, 
how it feels. Women may not rea- 
son out their purchases in the way 
that men do—but they judge goods 
by its appeal to their senses—and 
these are notoriously reliable in a 
woman. 


NDER this surface presentation 

—a thorough knowledge of the 
product is absolutely necessary. 
Either the product is the only one of 
its kind on the market, or it has com- 
petitors. If it has competitors, the 
purchaser must be given reasons 
for preferring it to competitive ar- 
ticles. The most influential reason 
will be its Style appeal. From this 
angle, Style implies quality as well 
as up-to-dateness—at least such 
quality as is in keeping with the 
use of the product. 

Women do not shop for themory’s 
sake, but for smartness. There- 
fore, merchandisers are concentrat- 
ing efforts on anticipating changes 
in Styles. Color is extremely im- 
portant. Let beige, for instance, go 
out suddenly as a basic color for 
various combinations in clothing 
and household departments and dis- 
aster is simultaneous. The result 
of all this Style importance is that 
seasons have lost their significance 
and shopping now is continuous. 

A buyer can no longer lay in a 
goodly supply and then devote 
months to the business of selling 
it. Although smaller and smaller 
orders are given at one time—the 
buyers who formerly went to New 
York semi-annually now make quar- 
terly trips and home buyers order 
accordingly. This insures the up- 
to-dateness that is Style’s ultima- 
tum. Let anyone who does not be- 
lieve in the potency of Style just 
try to sell something that is “set 
against fashion.” 
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Shoe Style Defined 


The Definition of Style as Given 
by the Shoe and Leather 
Lexicon Is as Follows: 


HE material, cut, or model, or 
combination of all, which is 
deemed to be in accord with fa- 
vored standards, or in-fashion. In 
a narrower sense, and, we believe, 
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the latter being reserved for the 
broader use, and the word “style” 
used in its narrower and more defi- 
nite form. 

The style of any article of wear 
has come to be a very strong ele- 
ment in its marketable value. The 
common trade saying, “Style sells 
the shoe,” is one. which needs no 
translating or explaining, but which 
is apparently too often forgotten 
by shoe merchants. 





By A. L. 


ANY clever things have been 

written about STYLE. Epi- 
grams galore have endeavored defi- 
nitions. But sty/e remains enticing 
because it cannot be expressed. It 
is the lure of the hour. The charm- 
ing way of the day. It is more than 
mere novelty. And it is always in 
good taste. It “has away” of being 
recognized immediately. 

I am sure that GUDE’S stores 
have always endeavored to earn their 
way to a useful position in this com- 
munity, not only because of our 


625 West 








STYLE/_ 


Men, Women, Boys and Girls 


725 South Broadway 


GUDE 


earnest desire to be courteous, really 
helpful, truthful in our service, offer- 
ing intrinsic value, and protecting 
the satisfaction of the patron, but, 
also, in matters of finding real style. 


Never have we been extremists 
—striving to anticipate trends over 
the horizon. Never have we sought 
ways of “out-styling STYLE.” But 
always of having the right style at 
the right moment. . Thereby earning 
confidence in our word. We have 
no excuses to offer this season. We 
are ready with real style. 


Seventh 
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You have read what the young lady has to say as her definition 
of style—now read what A. L. Gude of Los Angeles says 


a preferable use, the word refers 
to the pattern or design itself. In 
this latter sense, the “style” of a 
shoe, or a certain “shoe style,” 
would mean collectively the dis- 
tinctive features of the shoe, such 
as its material, height, kind of tip, 
ornamentation, kind of heel used, 
etc., wherein it differed from other 
shoes. We believe the distinction 
should be maintained between the 
two words “style” and “fashion,” 


Changes of styles are prompted 
by the natural human desire for 
change in _ everything. These 
changes are difficult to predict and 
involve a large element of uncer- 
tainty. There is probably no one 
subject connected with modern mer- 
chandising which requires more 
careful and continual study and ob- 
servation than the changing humors 
of the public with reference to fash- 
ion. 
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Miss California, 
(Miss Aloha Porter) 
and Miss San Fran- 
cisco (Miss Eleanor 
Twohig) in footwear 


by the Frank 
Werner Co. of San 
Francisco. At the 


American Beauty 
Ball they wore ex- 


The Vamp and 





quisite slippers of 
gold kid and brocade, 
the gift of the store. 
This photograph of 
the beauties and 
their prize-winning 
footwear’ appeared 
in the San Fran- 
cisco Chronicle. 


Toe Period 


What freedom of the knees 


ACH successive season seems 
E to have some one dominant 
part of the shoe that is of 
major consideration. For example, 
last season the heel was the outstand- 
ing feature of the shoe. The season 
before the decoration on the sides of 
the shoe; and the season before that, 
strap adjustment or gore control. 
The issue of whether toes would be 
round and Frenchy goes back five 
years, where in one season the 
change of toe types was revolution- 
ized. 
Some years ago a RECORDER man 
interviewed Lady Duff-Gordon, who 











has done to shoe styles 


was very important in the fashion 
world at that time. She evolved a 
theory that footwear would be in- 
creasingly important, because of the 
new freedom of women. She illus- 
trated the point by sitting in a chair 
and placing both heels on the ground, 
in a pose somewhat mid-Victorian. 
She told how in the early days of this 
century the woman of breeding kept 
both heels on the ground while sit- 
ting. To illustrate the change of 
posture she crossed one leg over her 
knee and pointed out that soon that 
would be the characteristic pose the 
world over. 


It was unconventional and com- 
fortable and it also did one thing 
for the shoe trade. It developed a 
profile period where the lines of the 
foot were long and graceful, and the 
whole side of the shoe was revealed. 

Her deduction was very interest- 
ing and in a few years shoemaking 
completely changed, because the lines 
of low footwear in straps and pumps, 
step-ins and gores, with cutouts and 
open shanks and fancy effects, made 
pretty shoes internationally accepted. 

Recently the same RECORDER man 
in conversation with a leading stylist 

[CONTINUED ON PAGE 57] 





Decorated foreparts are the newest fashion notes in fine feminine footwear 
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HIS is a subject that requires 
more thought than any other 
in the whole field of advertis- 
ing. Men’s shoes are the t#pic of 
discussion all through the trade. 
That something needs to be done is 
admitted by all. That there is a 
lack of business is certain. Even 
the manufacturers seem to be un- 
certain as to just what to do. Re- 
tail merchants are disturbed and 
discontented with conditions. With 
the hope that we may help to im- 
prove things to some extent we are 
giving the subject an entire chapter. 
In the first place, men seem to 
be totally indifferent to shoes. They 
have none of the appreciation for 
shoes as shown by women. Men 
seem to buy shoes only as coverings 
for the feet—to protect the feet 
against the elements. All the style 
appeal, all the improvements in 
manufacturing, new lasts, colors, 
patterns, trims, etc., seem to leave 
the men as before—cold and indif- 
ferent to shoes. 

Shoe merchants have a big task 
ahead of them in bringing’men to 
a better appreciation and under- 
standing of their shoes. It is an 
educational problem. And it must 
be handled in a really intelligent 
manner. Much thought must be ap- 
plied to it. 

The rules of advertising as set 
forth in the first part of this series 
will apply to men’s shoes just the 
same as to women’s. The same kind 
of advertisements in shape, size and 
general character will apply to men’s 
advertising. It is in the presenta- 
tion of the copy that the big appeal 
must be made. It seems useless to 
talk to men in advertisements of 
style, fit, lasts, patterns, or any of 
the things that would interest wo- 
men. There must be an entirely dif- 
ferent appeal to men. 


T seems to the writer that the best 
method of approach is through 

an appeal to men’s reasoning facul- 
ties. They must be told more about 
the shoes themselves. They must be 
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Seventh of a Series 
By R. L. Prather 


informed on the functions of shoes. 
The educational method should begin 
with those topics in which men are 
most interested. 

Let us say, then, that men may 
be interested in bodily health, com- 
fort, genteel appearance, economy, 
proper dress, “shoes for the occa- 
sion,” and so on down through the 
list. 

First of all let us consider health. 
An excellent slogan has been sug- 
gested for use by retail merchants: 
“Change shoes often for health.” In 
its use we should be careful that we 
do not give men the idea that we 








Men must be reasoned into buy- 
ing shoes, says Mr. Prather. The 
style appeal used so successfully 
with women is lost on men. He 
suggests a new angle of approach 
to the male pocketbook in this 


article. 








are urging the buying of more shoes 
for purely selfish reasons. Men are 
inclined to look behind any state- 
ment for the reason that inspires it. 
Once they form the opinion that we 
are trying to sell them extra pairs 
just to make more money, they will 
balk. But we can approach the mat- 
ter from a sensible viewpoint and 
convince the most skeptical man that 
we are advising him to do something 
commonsensical. Here is a piece of 
copy that may get a careful reading 
from men: 

“Most foot trouble is caused by 
wearing shoes too long without 
change. There are more perspira- 
tory glands in the sole of the foot 
than in any other part of the body. 
4ll the impurities are thrown off by 
perspiration. This means that the 
shoes are nearly always damp and 
soggy from the excretions of the 
feet. The linings and insoles of the 








How to Create Good Newspaper 
Advertising 


shoes absorb this dampness. Wear- 
ing a shoe day after day gives it no 
time to dry out. The foot is, there- 
fore, constantly subjected to an un- 
healthy condition. Not only does 
the shoe give way more quickly, but 
the foot becomes diseased. Unpleas- 
ant odors result. Cleanliness is im- 
possible. You may change hose 
every few hours, but the cause is 
not removed. The remedy is— 
changing shoes daily. Have two 
pairs and wear them alternately. 
Change at noon if possible. Set the 
damp pair aside and put on the dry 
ones. You will find a wonderful 
change in the condition of your feet 
and both pairs will wear longer.” 


HAT is quite a long lecture to 

give in one advertisement. You 
may cut it up into separate para- 
graphs and make a sort of serial of 
it if you do not wish to hand it all 
to the men at once. The copy 
suggested may be improved and 
strengthened by careful thought. 

You might detail it by taking up 
one subject at a time. It could be 
made still more effective by printing 
it as educational matter in the news 
columns of your paper. 

We have constantly urged shoe 
merchants to get together and start 
a cooperative educational campaign 
in their local papers. The news- 
papers could be prevailed upon to 
print such matter as a part of their 
general editorial policy. 


UT if you must “go it alone,” a 

good way to do the job is this. 
In every advertisement you print, set 
aside a certain amount of space for 
educational propaganda. You might 
devote ten lines, or one hundred 
words, set in smaller type than the 
body of the advertisement, to telling 
men about their shoes in an inter- 
esting, compelling manner. Keep 
this up in your entire advertising 
campaign until you have repeated 
the thought many times. Then re- 
peat it on the floor every time you 
sell a pair of shoes. After a time 
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you’ will find that men are begin- 
ning to take notice. They will listen 
to you attentively and become con- 
vinced. Your task will be made 


easier each day. 


ERE are some brief paragraphs 
that will be helpful to you in fol- 
lowing out the campaign suggested: 
“Change shoes often! Do not 
wear the same pair day after day. 
Give your shoes a chance to dry out. 
The linings and insoles of your 
shoes absorb perspiration. That 
means sore feet, discomfort, unsatis- 
factory wear, and finally diseased 
feet. Change shoes often for 
health!” 

“The sole of your foot con- 
tains more sweat glands than 
any other part of your body. 
Have you noticed that your 
hose are always damp? They 
may be changed often, but you 
cannot change the linings and 
insoles of your shoes. Shoes 
cannot dry out entirely in less 
than twenty-four hours. Wear 
two pairs alternately for 
health!” 

“When you take off your 
shoes tonight notice how 
damp they are inside. That is 
due to the natural perspira- 
tion of the feet. Have you 
noticed that the linings of 
your shoes give way long be- 
fore any other part? The in- 
soles, also, crack and go to 
pieces. The body perspiration 
contains certain acids that rot 
the linings and _ leather. 
Change shoes often for 
health!” 

“Have you been bothered 
with unpleasant odors from 
your feet? It is embarrass- 
ing, is it not? It may be 
overcome in a very simple 
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vestment. We do not say that just 
to sell you an extra pair. It is a 
health proposition. But we guaran- 
tee that if you buy two pairs and 
wear them alternately you will have 
better feet, more comfort, and longer 
wear. Besides that you will have 
better looking shoes. Talk it over 
with us.” 

“Look at your shoes! Do not toss 
them under the bed when you take 
them off. Examine them carefully 
tonight. Are they going to pieces 
inside? It is not the fault of the 
shoes. They have been worn too 
steadily. They need a rest and a 
chance to dry out. Don’t expect too 


AND SHOE RECORDER 


45 


“Look at the linings in your shoes! 
Would you wear them about your 
neck like a collar? Certainly not! 
But you can give them a chance to 
dry out. Set that pair of shoes 
aside for a day or two and wear 
your other pair. You will notice a 
great difference in comfort, sanita- 
tion, and longer wear. The shoes 
are not to blame. It’s your habit of 
wearing one pair too many days in 
succession. Change often!” 


e¢Q@YOME men change their socks 

every morning. But they wear 
one pair of shoes for a year with- 
out changing. Think of it! It is 
almost as bad as wearing one 
collar a year, or going a month 








SOUTHERN FLORIDA WILL RISE 


What a terrible catastrophe 


in 
Florida—an act of Nature that no man 
could foresee. But Florida possesses 
the greatest recuperative vitality, and 
no sooner is the debris cleared away 
but she will rise again triumphant over 
adversity. Only the very tip of Florida 
was affected—the rest of the state is 
pouring into the stricken 
area helpful hands and constructive 
money to rebuild more beautiful that 
wonderful playground. 
One of the first messages of sym- 
pathy came from Al Katschinski, 
president of the California Shoe Re- 
tailers’ Association, who pledges his 
association to every possible assistance. 
We will soon learn from David L. 
O’Berry, president of the Miami Shoe 
Retailers’ Association, the extent of in- 
jury to shoemen and their property, 
and we as a craft hope that they have 
not been too sorely stricken. 
The sun still shines in Florida and 
human effort will soon repair damages 
by Nature, for the spirit of Florida is 
one that never, never dies. 


without a bath. Give your 
shoes achance to do their best. 
Change them every day just as 
you do your socks or collar!” 

“Shoes are fine articles of 
apparel. They do a fine job 
for you but they are terribly 
handicapped. Give them a 
better chance. Think better of 
them. Treat them with more 
consideration. They will re- 
spond to good treatment with 
longer wear.” 

“Shoes are the most used 
and most abused articles of 
wear. They are the only ar- 
ticles of men’s apparel that 
come in contact with the 
earth. They are ground 
against hard pavements, 
kicked about and mistreated 
generally. They seldom have 
a chance to dry out after 
wearing. And still they wear 
longer than anything a man 
puts on his body. Think well 
of your shoes.” 

“There is no article of men’s 
wearing apparel that contains 
so much of skill, art, crafts- 














manner. Change your shoes 
more frequently. Have two 
pairs and wear them every other 
day. Set the damp ones aside and let 
them dry out. Next day put on the 
dry ones. You will have no more 
trouble if you keep that up. Change 
shoes often for health! 


ee ANY men complain of scalded 
feet in hot weather. They find 
their feet almost blistered at the end 
of the day. It is not the fault of the 
feet or the shoes. Both are doing 
their best under a great handicap. 
The feet perspire naturally. The 
shoes absorb the dampness and have 
no chance to dry out. The result is 
soggy insides that keep the feet in 
an unhealthy condition. Change 
shoes often for health!” 
“Two pairs of shoes is a good in- 


much of shoes if you wear them too 
many times. Change often for 
health and longer wear!” 

The shoe merchant can go along 
with that strain for months and do 
a good job every time he prints such 
a message. It may be changed once 
in a while and other vital subjects 
touched upon. Such as these: 

“Do you work in an office? Try 
this plan for more comfort and 
better health. Keep a pair of light 
weight shoes or slippers in your 
desk. When you get to your office 
change from your street shoes into 
the lighter pair. Wear these about 
your work. Then when you start 
home put on your street shoes again. 
You will find your feet giving you a 
vote of thanks!” 


manship and value as shoes. 
The materials in them come 
from the four corners of the earth. 
The hands of hundreds of people 
help to make them. Hundreds of 
fine machines help to fashion them. 
Millions of dollars are invested in 
producing them. Appreciate your 
shoes.” 


ee HINK of this! When you buy 
a hat you get one article. When 
you buy shoes you get two. You pay 
ten dollars for one hat, but you get 
two shoes for ten. Compare the 
workmanship in a hat with the 
workmanship in a pair of shoes! 
Consider your shoes! Think better 
of them! Treat them fairly!” 
(In the next installment of this 
series Mr. Prather will discuss ad- 
vertising media.) 
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THE RECORDER CREED: Getting 
More Shoes Sold Right; not only “more” 
but “right”; sold for the right purpose, 
to the right wearer, in the right fitting, 
for the right price, at the right profit. 
This is the great problem of the retail 
shoe merchants. The chief Jaa of 
“The Boot and Shoe Recorder” is to help 
solve it; for this is the basic problem 
upon which depends the progress of the 
entire allied industries relating to shoes 
= ire their production and distri- 








What Piffle! 


T just goes to show that shoes “don’t mean a 
thing” as a factor in men’s dress. We have be- 
fore us a dress chart for men for fall and winter, 
compiled by a man that ought to know his busi- 
ness. He may be 100 per cent perfect in charting 
the right suit, in the right materials and colors 
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for every occasion. He has evidentally weighed 
every word, even to telling that “black cutaways 
may be silk faced to the edge.” 

The dress chart has at least a thousand dollars’ 
worth of illustration around it. - All this expense 
in preparation of dress information, and what do 
we find? The classification on boots and shoes is 
evidently taken from the dress chart of 1890, and 
totally out of step with the rest of the divisions 
of the chart. 

For formal evening affairs he recommends “pa- 
tent leather Creole boots, or Congress gaiters made 
to imitate pump or silk sock.” Whoa, Dobbin! 

For afternoon affairs he recommends “shoes 
with varnished lowers.” (What does he mean— 
Pullman berths?) 

For semi-formal morning wear, tan leather laced 
tops, black calf lowers, Newmarket, low lace 
boots, spats. (All up for the black and tans and 
the Newmarket.) 

Again, for golf and country wear we note “New- 
market boots,” and for informal town wear, “full 
brogued or plain enameled lace storm boots.” (We 
can’t stand any more of this, enameled storm boots 
is the swanky limit.) 

There you have a few of the highlights from the 
“Dress Chart” on boots and shoes. It is almost 
unbelievable that piffle like this could be broad- 

cast. It really is about time that men’s shoes 
lift themselves up from the gutter. It isn’t right 
that men’s shoes should be the most low-down arti- 
cle of wearing apparel, so low, in fact, that on a 
“Dress Chart” the classifications were not given 
the slightest consideration, much less the courtesy 
of being “checked” by a shoe man. 


Style in the Kitchen 


T is possible to completely overlook an opportu- 

nity that may have existed as a possibility of 
trade for a long period of time. For example, in 
the house furnishings business, not much attention 
was paid to the kitchen, until a manufacturer with 
a cabinet put a salable article into the minds of the 
trade and the public. Then followed inventive 
genius and capital investment until today the 
kitchen is complete from its electric refrigerator to 
its automatic egg-boiler. 

A definite line of kitchen and bungalow aprons 
has given an opportunity to the dress trade to fit 
into the picture. But where, oh where, is the shoe 
trade? The lady of the house spends a number of 
hours in her very modern kitchen and there are 
more women in kitchens now because maid service 
is practically dispensed with. 

What can the lady wear in footwear? She isn’t 
interested in white canvas, because of its uniform 
character or its similarity to nurse footwear. Isn’t 
there a place for a new group of foot covering— 
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something with new fabrics, because a fabric shoe 
has its proper place in the kitchen. How about 
eretonnes, colored and figured cloth in all-over 
shoes, or in combination with soft kids? There is 
a place for a brand new division of footwear that 
is both dainty and distinctive and full of comfort. 
Who will do a bit of pioneering in this direction? 


Weather Ignored 


USINESS men are beginning to believe that 

cycles of prosperity and adversity depend in 
part upon the weather. A lot of thought is now 
being given by the weather bureau. to the opinion 
that practically all our viscissitudes of weather are 
due to variations in the activity of the sun. There- 
by comes the sun spot theory. The relation be- 
tween the sun and weather and between the weath- 
er and crops, and between crops and general cycles 
of business are very complex. 

A business conference was recently addressed 
by Dr. Ellsworth Huntington of Yale University 
and in his opinion the business cycles of weather 
have much in common. He says: 

“Try to realize how much the variations in the 
weather and hence in the crops mean to the farmer. 
When the crops are abundant the farmers may 
have one or two billion more dollars to spend in 
one year than in another. Not only do the farmers 
prosper, but the railroads receive far larger sums 
than usual for freight on the abundant crops and 
on the goods that are 
bought in exchange for 
them. The merchants 
prosper, for the farmers 
buy a great many extra 
shoes, hats, suits, dresses, 
plows, clocks, knives, auto- 
mobiles, radio sets, tractors 
and all sorts of manufac- 
tured goods. That means 
good business, and often 
overtime work for the fac- 
tories.” 

Perhaps that is the ex- 
planation for the ebb and 
flow of business this year. 

Where does the shoe 
trade stand on this subject? 
It has created a type of 
shoe that ignores the 
weather. The flimsy foot 
covering of woman defies 
the weather. Not so long 
ago we had boots for win- 
ter and low shoes for sum- 
mer, and oftentimes boots 
the year around. That was 
previous to the automobile 
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Don’t give the farmer the Ha-Ha. 


He is 6,000,000 strong and this fall his buy- 
ing capacity is the one thing needed to give 
national prosperity to the shoe industry. In 
some parts of the country his is the last re- 
maining “carriage” trade. 
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age. The same holds true of men’s shoes—oxfords 
the year around, the weather no factor in the manu- 
facturing and stock problems of our business. 

With these two points the shoe trade is more for- 
tunate than other industries that depend upon 
weather for a change of garment. It is, however, 
influenced through the public purse by the very fac- 
tors that Dr. Huntington has pointed out. From 
the present indications of the trend of weather this 
fall there is a possibility of the sale of more sturdy 
footwear—what might be termed sport weights, 
and we always have with us at this time of the year 
the overshoe business. 


Selling Shoes Plus 


NE of our traveling editors puts his car in a 

new garage every night as he travels across 
the continent. Why, then does that garage only 
get the 50 cents rental and the filling station 
across the street gets the profit on 10 gallons of 
gas? Why doesn’t-the garage get both? Here is 
the story: 

The average garage considers its big job the 
housing of the car. It ignores the extras and is 
callous to extra service. The filling station, which 
now calls itself a “service station,” and lives up to 
the name, is eager to do business. The boys are 
always courteous, jump around lively, fill up the 
radiator, wipe off the windshield, look the tires 
over to see if they need air, and oftentimes ask 
where you are going, and 
“here’s a map.” It would 
be almost impossible to get 
this extra service at a 
garage without tipping 
everyone connected with 
the organization. 

Here is the parallel to 
shoe store service. The 
shoe stores that sell shoes- 
plus, that is one pair of 
shoes and a lot of service, 
plus a little style informa- 
tion, seem to be more pros- 
perous in all parts of the 
country. They have it all 
over those stores that sell 
shoes-minus, meaning one 
pair of shoes sold only on 
the price appeal. 

The months are just 
ahead when __ shoes-plus 
means suggesting slippers 
and the accessories of the 
holiday season. The num- 
ber of articles that a store 
can sell have been expanded 
by the uses of leather. 
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Can Walking Be Stimulated? 


Practical Plans to Encourage 


Walking and Hiking 





Photo by Boston American 


Breaks All Records in 
45-Mile Hike 


BosTon.—Miss Jean Bassis, 22- 
year-old Greek-American factory girl 
of Attleboro, on Saturday, September 
11, broke the record for the Providence 
to Boston 45-mile hike, made famous 
when Miss Elenora Sears, Boston so- 
ciety sportswoman, covered the dis- 
tance last December. 

Miss Bassis’ actual walking time was 
9 hours and 29 minutes for the long 
trudge, a matter of 1 hour and 19 
minutes better than Miss Sears’ record 
of 11 hours and 8 minutes. 

The little miss—she only weighs 106 
pounds and stands five feet and one 
inch—took 10 hours and 54 minutes 
actual time, stopping en route ten 
times to quench her thirst, and this 
consumed 1 hour and 25 minutes. 

She was so good at walking that she 


0 


FEW days ago the New York 
A Times said that “Walking is 
an art that most men and 
women are able to acquire or re- 


and without serious tres- 
pass upon the vocations of life, if 


cover, 


only they do not yield to the soft- 
ness of modern comforts and con- 
venience of wheels. The women 
who in certain parts of the world 
still carry their burdens for miles 





Make window displays to show the 
prizes for walking, hiking and for 
poems and songs 


on their heads have kept a car- 
riage which queens might envy. 
The men who walked or ran in the 
primitive chase had a physical de- 
velopment which 10,000 years ‘of 
civilization have not improved 
upon. 

“Walking is the one universal art 
to save the race from physical 
degeneracy. Millions are daily 
yielding to temptation of wheels 
when they would be better off phys- 
ically, not to say financially, if they 
accepted the transportation of their 
own feet.” 

The heading over that item was: 
“People should strive to do more 
walking.” And it is up to the shoe 
merchant to help people “strive.” 

Communications to the Editor of 
the RECORDER have suggested that 
the merchant and manufacturers 
become interested in making walk- 
ing and hiking popular with the 
people. Prizes could be offered for 
poems and songs about walking 








wore out two pace makers, who had to 
give up. Just to prove that women 
can stand the pace of cross-country 
walking, or cross the channel swim- 
ming, Miss Jean Bassis now challenges 
any woman in America to beat her 
record over the same course. 


Windows .could be used for the dis- 
play of staple walking shoes for 
both sexes and all ages. These 
windows could carry the showing 
of prizes offered for various forms 
of publicity. 

Medical men will be glad to en- 
dorse walking or hiking for they 
know that the human body and the 
human system is improved by this 
natural exercise. 

It has been suggested that poems, 
simple and short, be shown in the 
window displays. That the poems 
need not necessarily be gems of 
literature—their purpose being to 
stimulate the interest of people in 
the art of walking. Many window 
cards have been suggested, a few 
are herewith passed along. “Buy 
more shoes for your feet and less 
for your car, if you wish to keep 
fit.” “Walking is the best form of 





health insurance.” Here’s' one 
headed: “Beauty hint—your face 
cannot look pretty if your feet 


hurt.” 

Put across the idea that walking 
is “the thing” and it will go big 
and the people will be benefited 
by keeping in action and in the 
open. 


HEN there is that master of the 

art of walking, a man whose feet 
seem never to tire, Edward Payson 
Weston, who was born Mar. 15, 1839, 
and who is still living and going 
strong. His views on walking, his 
experiences in getting folks inter- 
ested in the sport, and his various 
walks over long distances across 
country, alone, and in competition 
with other well known walkers are 
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Make up maps showing the walks that 

can start and finish at the business. 

center. Put these maps just back of 
the display of walking shoes 
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historical. At 70 he walked from 
Portland, Me., to Chicago, 1298 
miles in 24 days, 19 hours and 15 
minutes. The dates of his start 





Get some articulated toy figures and 

build a walking scene through the open 

country. Grotesque toys will put across 

the “walk” thought as well as the 
more serious toys 


and his finish were Oct. 29—Nov. 
26. His career as a walker is well 
known in this country and in Eu- 
rope and he has many notable 
records. 

Upon this material alone the mer- 
chant can build many window dis- 
plays of shoes for walking. From 
this text he can manufacture a 
great number of window and store 
cards that will create interest in 
the sport of walking and in his 
footwear. He has leads for com- 
petition in poems and in songs that 
will help to create interest in walk- 
ing and in hiking. He can organ- 











Sketches of two window cards used in 
the Cantilever shoe windows. Playing 


up “walking” white and gold letters on 
black card 








ize walking contests. The women 
would be keen to go on a short hike 
under proper circumstances and 
the proper auspices. The men 
could be induced to take advantage 
of the benefits to be gained by such 
exercise. And the younger folks 
would be mighty glad to put in a 
day or a series of days in the open 
and on walks that had an objective 
point in view and an objective in the 
way of a feed or a swimming and 
sporting contest or a camping trip. 
The Boy Scouts and the Girl Scouts 
are keen on these things and the 
men and women in charge of the 
young folks are well versed in 
these matters and might be induced 
to take part in helping to organize 








Suggestions for window and store cards 
that boost the art of walking 


various walking contests and short 
pleasant hikes. Welfare organiza- 
tions such as the Y. M. C. A., num- 
ber among their workers many 
competent folks who would be glad 
to help. in the physical upbuilding 
of the people and in adding to the 
health of the community. The 
medical boards of the cities and 
towns, the health commissioners 
and there are any number of ath- 
letic clubs who could sponsor some 
of these walking features. And 
the store window with its display 
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of walking shoes could help to 
spread the news of walks and hikes 
through its window cards as well 
as through such newspaper public- 


i= | Famous Walks | 
if | Famous ake Walkers 
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Ss of the Walking World can 

be shown in pictures. And their rec- 

ords will act as spurs to encourage 
folks to enter local contests 


ity as could be obtained. In many 
instances the editors or publishers 
of the local newspapers might be 
glad to take hold of these things 
as an aid to their popularity and 
to their circulation. Go to it. Re- 
member that a few well chosen 
prizes help a window display as 
well as make an incentive to con- 
testants in walking and in hiking. 

“Four miles a day keeps the 
doctor away.” 

“No one notices the size of your 
shoes but they do notice your walk 
when shoes are not properly fitted.” 

“You will remember the wear and 
comfort of these shoes long after 
you forget what you paid for them.” 
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Get some pictures that suggest walking 
and hiking to dominate your window 


cards 














For Your Store Library 


The University of Wisconsin, 
through its Extension Service of the 
College of Agriculture, has prepared 
a pamphlet on “Good Fitting Shoes 
for Every Member of the Family.” 
It has much of merit in it, especially 
when it says, “The retail price of 
shoes should cover, not only so much 
material and labor, but correct fit- 
ting service also. Greater compensa- 
tion and prestige rightfully go to the 
merchant who properly sells and de- 
livers good fitting service, together 
with good, honest shoe value.” 

The booklets have been reprinted 
by the Teeple Shoe Company of 
Waupun, Wis., and a letter there 
will bring the booklet to your store. 





The Gill Publications, Inc., 11 
High Street, Boston, offers to the 
trade a book entitled “A Modern 
Course in Shoe Designing and Model 
Cutting.” This book is a compre- 
hensive and easy - to- understand 
treatise, which has been highly in- 
dorsed by leading pattern makers, 
shoe manufacturers and technical 
schools. It is liberally illustrated, 
containing such information as: how 
to make any last and draft it; how 
to make the composite and working 
draft; how to make and dissect the 
standards, with thousands of short- 
cut “stunts,” and points on modern 
shoemaking. Requests have been re- 
ceived from many countries to trans- 
late it into several languages. It is 
$12.50 a copy. 








Vogels Celebrate Golden 
Wedding 


MILWAUKEE— Fred Vogel, Jr., 
president of the Pfister & Vogel 
Leather Co., and Mrs. Vogel cele- 
brated their golden wedding anni- 
versary Sept. 13 with a supper held 
on the terrace east of their beautiful 
home on Lake Drive. The celebra- 
tion was attended by members of 
the family, including children, 
grandchildren, nephews and nieces, 
with the exception of two persons 
who were at their wedding 50 years 
ago. Mr. Vogel is well known 
throughout the trade for his connec- 
tion with the Pfister & Vogel com- 
pany, a large local tannery. 
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make money. 


widths, 
consumer acceptance. 
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a shoe store. 


gold colored wall paper. 


days. 


stop when pairage gets over the 
1200 mark. This policy is followed 
regardless of how many sales may 
be lost, for he is positive that more 
money will be made in the long run 
by forcing the sixty-day turn than 
in getting a top-heavy stock. 


O other things he does that 
are of good merchandising prac- 
tice. He carries his perpetual in- 
ventory at retail prices—that is, 
today’s retail prices, regardless of 
what the actual cost may have 
been. He knows his exact cost of 
doing business. To make a net 
profit he must know the exact per- 
centage of profit on each line. 

This information is kept always 
before him through the means of 
a purchase book, whose headings 
are Date Entered; Date of Invoice; 
From; Net Amount to be Paid; Date 
Paid; Selling Price; Mark-Up, and 
Percentage Mark. These percent- 
ages are averaged every week so 
that close tabs are kept on the net 
profit this store is showing. 
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HERE you have in a few para- 
graphs a story of a merchant who 
closely applies himself to his busi- 
ness and buys against pairs and 
not dollars. 
A more wholesome situation in 
‘the trade has been developing since 
the first of September through the 










HE merchant who considers 
himself as an authority of 
in his community 

and the selector of footwear fash- 
ions for his people is beginning to 
He knows he is 
right when he picks a style and 
buys it in plenty of sizes and 
thereby insuring greater 


Away up in the tulip city of Bel- 
lingham, Wash., Joseph Hilton runs 
It is a comfortable, 

restful place for a woman to buy 
i i footwear with its wicker furniture, 
: green paneled woodwork, topped by 


Mr. Hilton has fixed his stock 
quota, and it is on a pair basis. He 
carries a maximum of 1200 pairs of 
shoes, which are turned every sixty 
He has a hard and fast 
budget system that compels him to 
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a profit on every pair 


appreciation of the merchant of the 
fact that he must make a profit on 
the business that he is doing. The 
pursuit of volume is an admirable 





H. E. (Grab) Gottit 
By Our Nosey Reporter 


Howja get that way, Mr. Gottit? 

I beg your pardon? 

How did you come to be all 
loaded up with coin while the rest 
of us has to work? 

So you wish to know the secret of 
my success? 

My boss does, so I am here. 

Your editor has the right idea. 
As a boy I went to work at $3 a 
month, working seventeen hours a 
day. The pay was small, but by 
diligent effort and applying myself 
closely I managed to save up $8,000 
in five years. With this as a start 
I bought out the old boss, installed 
a cash register and had two fine 
fires and a failure. 

I watch the back door closer than 
the front door. When an express- 
man calls, I at once notify the man- 
ufacturer that the goods are not 
up to sample, so get a dollar or so 
knocked off che price. 

Find out what the people want 
and supply it to them. A lot of 
bunk you say? If the people want 
what you call a lot of bunk and are 
willing to pay for it, why not let 
them have it? 











How to Make Money: 


A sixty-day turn-over plan an 


character, but the getting of a 
profit while the getting is good is 
what makes the shoe business, to 
some merchants, a very satisfac- 
tory business investment. 


O better example of why a profit 

is needed on every sale can be 

given than the observation of Frank 

F. Wulff of Colorado Springs, as fol- 
lows: 

The Elks Club of Colorado 
Springs recently held a_ ball. 
Frank F. Wulff, as befitting a good 
Elk, occupied a box with his wife. 
Several things ran through his 
mind as he sat looking down on the 
dancing throng. The thoughts nat- 
urally having to do with the trials 
of a retail shoe merchant. And this 
is how he expressed himself: 

“There were 400 ladies at that 
party who had on new, pretty shoes, 
no two pairs of which were alike. 
They also wore new hats to the ball, 
each of which was also different. A 
fair average estimate as to retail 
prices of both shoes and hats would 
be around $10, so let’s call it that. 

“Now carrying this thought 
through to its logical conclusion. 
To supply those 400 pairs of differ- 
ent kinds of shoes it required an 
investment of $96,000. This is the 
way I arrived at those figures. The 
least number of pairs that the aver- 
age shoe merchant does carry on 
any one line of this type is forty 
pairs. The average cost of a $10 
shoe is about $6. Now multiply the 
400 styles by the stock of forty 
pairs, and it gives us 16,000 pairs 
of shoes, which, at a $6 cost, equals 
$96,000. 


OW consider the milliner’s in- 

vestment. Women’s hat stores 
never carry over one model of a 
kind; so it is safe to assume that 
these 400 ladies could be satisfied 
with a total stock of 1000 hats. 
Make it 2000, to be on the safe side. 
A high average cost would be $5, 
which brings the milliner’s invest- 
ment up to $10,000. Some differ- 
ence in the stock investment be- 
tween that and the $96,000 repre- 
sented in the shoe business.” The 
moral to the shoe man is make a 
profit on every pair sold. 
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Posts seem to have a habit of 
being unsightly and in the way. 
This is literally a way of get- 
ting around the post. Then 
posts are covered with walnut. 
Around them on three sides is 
an up-to-the-minute hosiery dis- 
play and stock case. This in 
turn is surrounded by a beau- 
tiful show case trimmed with 
hosiery, slippers and ornaments 


Looking toward the front of the 
new Lester Boot Shop. The 
door shown in the center of the 
background opens into a win- 
dow and is flanked by settees. 


Woodwork and_ chairs 


are 


matched in beautifully grained 


American walnut 


Suburban Store Development 


Is the Trend Toward Community Serving 


HE southeast side of Chicago 

in the vicinity of Jackson Park 

boasts a number of shoe shops 

that are noteworthy from the stand- 

point of beauty, service and volume 
of sales. 

The newest addition to this num- 


ber is the Lester Boot Shop, 1143 
East Sixty-third Street. This is 
opened by a new firm officered by L. 
Rosenzweig, president; N. Rosen- 
zweig, vice-president; P. A. Living- 
ston, secretary and treasurer. Jack 
Victor, who served eight years with 


One of the two broad windows. The shoes are shown on strikingly handsome 
wrought iron stands against a plastic background trimmed with walnut, with 
a richly draped glass door in the center 


the Daemicke Boot Shops, is man- 
ager and buyer. 

The sign on the window reads 
“Lester Boot Shops,” the reason for 
the plural being that the firm in- 
tends later to extend operations and 
develop a string of stores. The lines 
carried are general, featuring Bos- 
tonians for men and women’s shoes 
at a price range of $7.50 to $11.50. 


GOOD proportion (about 20 per 

cent) of the business so far is on 
hosiery. The Gordon V-Line is fea- 
tured. Men’s sox in the better 
grades make a strong showing. They 
also do a good business on mules and 
fancy house slippers. 

One reason for the unusually good 
business on hosiery, slippers and 
ornaments is the handsome show case 
and hosiery cabinet in which these 
items are very effectively displayed 
at the front of the store—not to one 
side, but in the center directly fac- 
ing the entrance and also facing the 
rows of seats which range along 
each side of the store. This cabinet 
is of American walnut, as are the 
chairs, pillars and all woodwork. 
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A cartoon from 
the Dry Goods 
Economist that 
pictures the cir- 
cus methods now 
prevalent in all 
merchandising. 
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But Try Something New 


LIKE THIS— 


ERE is something new in a 
H sale idea. At least we have 

never heard of it being used 
by any merchant. It is called a 
“Guest Sale’ and means that the 
shoe man who uses it becomes for 
one day the host of certain cus- 
tomers at luncheon and afternoon 
matinee. 

This is the working plan: Sup- 
posing that Tuesday is a dull day 
and that Tuesday morning is es- 
pecially poor. You want to in- 
crease sales on that day and to in- 
duce more buying in the forenoon. 
Suppose, again, you have certain 
shoes that need a good, hard shove. 
You do not want to carry them 
over for the clearance sale. 

If you offered them at a reduced 
price you would no doubt take off 
about one dollar, perhaps more. 
Or if you put a P. M. on them you 
would make it about fifty cents, or 
a dollar. This new plan will mean 
that you take a loss of a dollar 
on your profit, or, invest a dollar in 
selling the stickers, or, you buy a 
dollar’s worth of friendship and 
good will. 

Offer the people in an advertise- 
ment, or in a special letter or cir- 
cular, an invitation to come down 
town early Tuesday morning, buy a 
pair of shoes, have luncheon with 
your compliments and after that 
go to the matinee at a popular pic- 


ture show or vaudeville theater. 
It sounds radical at first, does it 
not? But, think it over a moment 
and it begins to grow on you. You 
begin to see how it will attract 
the people’s attention because of its 
unusual character. It will offer 
food, free, and a good movie, free. 
You will have sold a lot of shoes 
that might stick on your shelves 
and lost many times the cost of 
your investment in hospitality. In 
the end you will have made a lot of 
new friends for the store as well 
as cementing the friendships of old 
customers. It is a fact that break- 
ing bread with people is a fine way 
of getting real close to their hearts. 
Here is a suggestion for the ad- 
vertisement, circular, or letter, 
whichever you decide to use: 


“GUEST SALE!” 


Will you have lunch with us 
and go to the movie in the af- 
ternoon? Be our guest for 
Tuesday at noon and at the 
matinee. 

Tuesday is a dull day. 
There is not much doing at 
home or in the stores. We 
want to liven things up a 
bit! To do this we are go- 
ing to put on a very un- 
usual sale from nine o’clock 
Tuesday morning to twelve 
o’clock noon. 


Every person who buys 
a pair of shoes in this 
sale will receive a_ ticket 
for a fifty cent luncheon at 
the So-and-So Cafe, and a 
50 cent ticket to the So-and- 
So Theater! Absolutely 
free of cost and no strings 
to the invitation! You will 
be our guest! 

The shoes we offer are 
as follows: Description and 
price) 

(Signature.) 


Be sure to make it plain that 
these are good shoes, new and 
desirable. Detail the sizes and 
widths, the colors, leathers, lasts, 
heels, and all the other things that 
make it plain and understandable. 
You must not let the people come 
in to be disappointed. They should 
know beforehand whether or not 
they may find shoes to fit, or to suit 
them. 

By purchasing a block of tickets 
at the theater you may get a good, 
liberal reduction. Also the Cafe 
man may appreciate the ad enough 
to give you a nice cut in the price 
of the meal tickets. 

Is it worth trial? Do not 
condemn the idea without thinking 
it over. 

You need not cut the price on 
the shoes—decidedly. If you have, 
say, certain lines that have not 
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cleaned up, or that seem to be mov- 
ing slowly, and which you have 
been selling at $10 or $12 mark 
them at $9.85 or $11.90. It may be 
that you will want to include sev- 
eral numbers at various prices. 
Equalize the sales prices so that 
you will not be actually cutting 
deeply. It should not appear to the 
public that you are actually cutting 





prices, but simply making a spe-. 





cial offer just to boost the “Guest 
Idea.” 

Would it not be a good plan to 
clean up some of those slow mov- 
ing shoes at once rather than to 
carry them on and on hoping to 
sell them later? Is it not better 
to take a small loss quickly rather 
than a big one later? Why not get 
out of the habit of annual or semi- 
annual clearance sales? 
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The public is “Saled to Death.” 
It is fed up on special sales and 
annual events. It has very little faith 
in sales any more. Do something 
out of the ordinary. Stir things up! 
Get out and be noticed! 

The “Guest” sale idea may prove 
to be the biggest event you have 
ever pulled off. Think it over and 
try it. 








How to Pep Up the Dull Morning 


A “Nine to Twelve” Sale Helps to Keep Stock Clean and at the 
Same Time Level the Selling 


ERE is An idea for overcoming 

the dull period that exists in 
many stores between opening time 
and noon. It also aids in leveling 
out the week’s sales and evening 
the peaks and valleys. Best of all 
it helps keep the stock free of slow 
movers and shelf warmers. It is 
no experiment, no guess, no theory. 
It has been worked in several shoe 
stores with excellent results. 

About six years ago a merchant 
in a middle western city found that 
he had two days in his business 
weeks that were veritable Jonahs 
—one was Wednesday, the other 
Friday. The forenoons of those 
two days were total failures as far 
as sales were concerned. The af- 
ternoons were a little better but 
nothing to cause hysteria. People 
simply would not buy in the fore- 
noon of Wednesdays or Fridays. 
The merchant stated that he might 
as well keep his doors closed until 
noon on those Jonah days. 

An advertising man with an idea 
happened along and suggested a 
remedy. Here it is: 

He planned a series of “Nine to 
Twelve” sales, to be held on 
Wednesdays and Fridays, from nine 
o’clock in the morning to twelve 
o’clock noon. In those sales he 
placed certain slow moving shoes 
at prices to move them. He ran 
advertising in the evening news- 
paper on Tuesdays and Thursdays, 
announcing the sale for the follow- 
ing forenoon. He placed special 
cards in his windows calling atten- 
tion to the sale. After a few weeks 
the idea took hold and the “Nine 
to Twelve” sales became the most 
popular things in the city. The 
afternoons pepped up also because 
people were brought to know that 
there were certain days of the week 
when they might find something 
worth while down town. 


Here is a sample of one of his 
Wednesday forenoon sale adver- 
tisements: 





Wednesday 
9 to 12 
Shoe Sale! 


Wednesday forenoons seem to 
be our dull time. Our _ sales- 
people are idle from the opening 
hour until noon. After that we 
all get very busy. Now, we want 
to change that condition and 
sell more shoes in the morning. 
As a special inducement we have 
taken from regular stock one 
hundred pairs of shoes (descrip- 
tion followed), and placed them 
on tables where you can see 
them. Beginning at nine o’clock 
tomorrow morning (Wednesday) 
and continuing until twelve 
o’clock noon, we will sell these 
excellent shoes at the very low 
price of (price followed). In 
this lot we have sizes so-and-so 
and widths so-and-so only. If 
ygur size and width are included 
you will find an unusual bargain 
in this sale. Positively none of 
these shoes will be sold after 
noon. When the clock strikes 
twelve the sale is ended. Is 
this not an inducement to bring 
you downtown Wednesday early? 


(Signature.) 











Soon other merchants caught on 
to the idea and began featuring 
similar sales. The dull days soon 
turned into the best days of the 
week. When the merchant found 
other days beginning to fall off he 
changed his sale days accordingly. 
For a time he had sales on Tues- 
days and Thursdays. Then he 
changed to Mondays and Saturdays. 
He managed to keep his competit- 
ors guessing and the public inter- 
ested. It developed into a sort of 


game. You might say a “Find the 
sale” game. 

In the show windows he placed 
specially designed cards that read 
thus: 


The 9 to 12 Sale is Now Going On! 
Come in and see what it 
means to shop in the 
morning early! 


These cards were taken out 
promptly at twelve o’clock noon 
and the shoes remaining unsold 
were removed from the tables. 

At first the merchant had a 
battle with some customers who 
were too lazy to come downtown 
in the forenoon. They would drift 
in at from two to four o’clock and 
ask for the sale shoes. But he had 
the courage to deny them and soon 
they learned that it was useless to 
nag about it. 

If a customer entered the store 
at five minutes to twelve he or she 
was given the advantage of the 
offering, but five minutes after was 
too late. 

Within a few months the mer- 
chant found his dull periods ended 
and his total day by day sales 
evened up. He sold a lot of shoes 
that would have been carried over 
and closed out in the regular clear- 
ance sales. In fact when time came 
for his semi-annual sale he said: 

“It looks as if I had very little 
to offer in a clearance sale. Those 
nine to twelve sales have kept me 
cleaned out.” 


Corrective Window 
Attracts 


St. Louis.—The Shoe Mart dis- 
played in one of their prominent 
Washington Avenue windows a dis- 
play of Arch Preserver shoes which 
illustrated the process of shoemak- 
ing from the inseaming to the fin- 
ished shoe. In the same window 
was another exhibit of Dr. Scholls’ 
foot appliances. Representative 
Katz of the Scholl Company spent 
three days at the store during the 
demonstration. 
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Everybody’s Day—Divided by Shoes 


Some Window Trims That Are Distinctly Novel 





Worked Out in Practical Detail 


HEREVER you hear pub- 
licity being discussed you 

\\ will hear the term “human 
interest” used to express the idea 
that people are interested in folks 
and therefore in themselves. 

The foregoing statement may not 
mean much in itself, but the point 
is illustrated here and worked out 
in detail, too, which will bring the 
proposition within reaching dis- 
tance. 

In windows there is something of 
a sameness. The decorations are 
beautiful; the color harmonies 
studied and effective and the light- 
ing a tribute to staging ability of 
electricians. But one gets this in 
every window from the hardware 
store to the jewelry shop, and it 
comes to be taken for granted. All 
this may be used as the foundation. 
on which to build something unique. 
There are many restrictions in win- 
dow display as in any other kind 
of publicity chief of which is the 
fact that after all it is the goods in 
which people are interested and 
anything tending to draw their at- 
tention away from .the merchan- 
dise is not to be allowed. 

In “Little Daily Journeys in 
Shoes” there may be injected a lit- 
tle humor along with a lot of com- 
mon sense and the story of what 
to wear is convincingly told. 

In getting into the subject, the 
first window in the “Journeys” the 
general planning may be consid- 


ered. The idea of the movie film is 
used in all cases. This runs from 
the front of the window in a semi- 
circle to the back and then around 
to the front again. 

The strip may be as wide as nec- 
essary, black with white “holes” as 
in the regular movie film and 
marked off at certain lengths for 
each “picture.” There needn’t be 
any background for this or one 
might drape some black velvet or 
some heavy material at the back 
with some spot of color on it in the 
shape of a colorful artificial butter- 
fly in the case of a women’s window,. 
etc. 

In the center of the semi-circle 
at the front of the window a small 
display of shoes might be advisable 
although not necessary. 


N the men’s window, illustrated 

in detail, there are seven pictures 
covering a day’s activities from bed 
to bed. The first picture is the 
“bedroom scene” in which felt slip- 
pers’ are displayed. Each picture 
is to be a still life sort of pictur- 
ing with the things displayed the 
action whatever it is. 

Here are given some of the 
“properties” to be used, but these 
may be enlarged upon with a little 
ingenuity and to fit a specific case 
more exactly. 

With the felt slippers display an 
alarm clock, a razor and toothbrush 
and a shower bath attachment. A 





small card lettered “6 a. m. Ready 
for Leap.” 

For the second scene depicting 
work and displaying work shoes 
display a milk bottle, a stuffed cat 
and small coal shovel and stove 
shaker or carpenter’s level or 
wrenches, etc. Card lettered, “6.20 
a. m. Morning ‘Chores.’ ” 


OR the third scene, in view of the 

fact that man’s activities are va- 
ried, some consideration must be 
given the office worker or executive; 
therefore, in this will be shown a 
pair of business shoes. In this the 
morning newspaper, time table, pen 
and ink and a sheaf of letters. The 
card here would be lettered, ‘7.45 
a.m. To Business.” 

In the next scene sport is taken 
care of in the showing of golf bag, 
tennis racket, etc. 

The weather is changeable for 
everyone so something ought to be 
done about rubbers. Autos, also, 
need washing which necessitates 
proper footwear. With rubbers and 
rubber boots is shown a hose nozzle, 
sponge and soap, also a rubber coat 
perhaps. Card labeled, “Anytime 
—Wash Flivver or Showers.” 

Patent leather boots, or shoes 
suitable for evening wear are 
shown in the next with a box of 
chocolates, a theater program and 
a lady’s handkerchief or a pair of 
opera glasses with a card lettered, 
“7.45 p. m. Theater Party.” 
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In the last scene show the ward- 
robe with the shoes of the day lined 
up together and a card reading as 
follows: “11.30 p. m. Bedtime.” 

To wind up the “story” right 
there ought to be a moral, so in the 
final “curtain” the caption, “Moral 
—You Can’t Have Too Many 
Shoes.” 

The illustration shown here suf- 
fices for the layout of a series cov- 
ering mother, children and the busi- 
ness girl, but the matter of detail 
in the different cases must be cov- 
ered. 








A Footwear 


Day for 
Mother 











These windows will appear inter- 
esting in direct ratio to the num- 
ber of angles on which one can get 
the looker to see herself mirrored. 

The first scene opens in the 
boudoir actually, but to get down 
to business and to prevent the 
thought of prying into the privacy 
of milady’s chamber the start is 
made with dishes, the morning pa- 
per, a coffee pot and felt slippers 
with the caption, “6.30 a. m. Break- 
fast.” 

The next scene in which boots are 
featured includes a face rag, soap 
and towel, lunch boxes, hats and 
mittens with the caption, “7.45 
a. m. School Preparations.” 

Following this comes the house- 
work idea with either boots or ox- 
fords featured. This scene is used 
in order to get in some of the fat 
ankle type of shoes if it seems ad- 
visable. Here will be shown a 
vacuum cleaner, dust cap and a cake 
of soap with the caption, “9 a. m. 
Tidying Up.” 


URING the afternoon the activi- 

ties of a woman are somewhat 
varied so the subject of shopping is 
covered through showing a purse, 
packages, train tickets and soda 
checks or any other little article in- 
cident to a trip to town. For shoes 
a smart pair of afternoon pumps 
would be displayed. For a captain 
the following, “3 p. m. Shopping.” 
Dinner time rolls around at 5 or 

6 o’clock and the feet that have 
been winding in and out of store 
aisles are likely to be more or less 
tired and white canvas pumps with 








their ventilating qualities are sug- 
gested in a scene in which the 
properties are dishes, a cap and 
nails and broken watch and face 
cloth and soap, the last suggesting 
washing children’s faces for din- 
ner. The caption reading, “6 p. m. 
Getting Ready for Dinner,” tells the 
story of children trooping in from 
play. 

The evening is still before the 
lady of the house and the arrival of 
company suggests dressing up so a 
pair of patent pumps or anything in 
footwear that is nice may be dis- 
played with a pack of cards and a 
chafing dish and a radio program. 
The title of this scene is, “8 p. m. 
Entertaining Company.” 

At the end is the complete ward- 
robe of all the shoes used during 
the day and the caption, “11.30 p. 
m. Bedtime.” 

Then as in the others of this se- 
ries the moral to the story in the 
following lines, ““Moral—Your Feet 
Deserve a Lot.” 


HE boy comes in for his share 

of publicity in this series. A 
merchant can make a very effective 
window out of this, the appeal be- 
ing made to the grown folks who 
will see the humor in the thing. 
The points suggested here may be 
enlarged upon, but the following 
will prove a foundation upon which 
to build. Seven-thirty in the 
morning and the youngster expe- 








A Real 
Boy’s Foot- 











riences the usual difficulty in get- 
ting up. Therefore a toy bed with 
a boy doll in it and a heavy chain 
wrapped around the bed and a toy 
saw half way through a small log 
and suspended over the bed with 
black string carries the suggestion 
of the morning battle to get up. 
The caption for this scene in which 
felt slippers are featured is as fol- 
lows, “7.80 a. m. Time to Get Up.” 

Next comes the school shoe show- 
ing with a bowl of porridge and a 
pile of school books with the cap- 
tion, “8.30 a. m. Breakfast and off 
to school.” 

After-school hours are depicted 
with marbles, top, football and a 
bottle of liniment—a sturdy knock- 
about shoe is in the display. The 
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caption reads, “4 p. m. Freedom and 
Shoe Strain.” 

As an intermediary the subject 
of wet weather is covered to bring 
in rubber footwear. Here rubbers 
and rubber boots are shown with a 
rubber coat and a rubber hat and a 
doctor’s prescription with the word- 
ing, “Health 100 per cent.” A cap- 
tion, “Anytime Any Day.” 


HEN comes the dress-up side of 

the day. The party is suggested 

through the use of the birthday 

cake with candles and favors and 
dress shoes. 

Then the shoe bag with the day’s 
















A Business 
Girl’s Foot- 















shoes all nicely put away and the 
caption, “Bed Time.” 

For the moral of this picture the 
following is suggested, “Good Feet 
Make a Good Head.” 

This “movie trip” window opens 
with the felt slipper scene; the 
boudoir cap and vanity table, and 
pieces of jewelry carry out the idea. 
The caption to be “7 a. m. An- 
other Day.” 

For an oxford display the scene 
of business is brought out in a still 
life of pencil and stenographer’s 
notebook, pile of letters, stamps, 
etc. The card lettered, “8 a. m. 
Business,” gives the cue to the idea. 

At 6.30 p. m. after the day’s work 
comes a period of rest in which mules 
take the attention. Here will be 
shown a box of chocolates, a maga- 
zine, a hand-written letter and per- 
haps something with a needle and 
thread in it showing what is being 
sewn. “6.30 p. m. Rest,” tells the 
time represented. 

The evening’s enjoyment comes 
later with patent or brocaded 
pumps shown. To complete the “pic- 
ture” display a dance card, sheet of 
music and a fan or a cigarette case. 
The caption to be lettered some- 
thing like this, “9 p. m. Dancing.” 

For the bed time scene the. shoes 
will be shown in a shoe bag and the 
caption, “Bed Time—A Good Rest 
Guaranteed.” 

The moral of this “picture” can 
be put something like the following, 
‘“Moral—It Takes More Than One 
Pair to Make a Snappy Step.” 
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Are You Proud to be a Shoe Man? 


Apologies for Being in One of Best Trades on 
Earth Are Not Necessary 





By Uncle Dudley 


LONCNONO O NOY COON NO 


DON’T hate many people. But OME of the finest men I know on this 
there are a few that get my un- earth are shoe men. Some that have 
.| forgiving, undying, Injun hate. gone on ahead of us to the better land 
Yi One of them is a neighbor were the salt of the earth. I wish I could 
woman who owns a _ phono- tell you about some of them. But I am 
graph. Some day I hope they lock her up trying to keep this down to 300 words and 
. in a solitary cell and keep her there for- that’s hard to do. I get so filled up with 
ever listening to the “Prisoner’s Song” my subject I run away with it. 
every minute, and a cracked record play- 
ing it. The other one is the person who 
— he Pr only eg. ag the — ag NCE in a while I see a traveling sales- 
_— ep tinah ee man come in with his nose up in the 
everyone he waits on as if he felt himself ? 
, . P air. He never speaks to anyone on the 
above fitting shoes. That bird will get : 
: , floor. He sails along back to the rear look- 
his. Some day he will fall off a ladder r ; 

2 teenie tee th Satin ten ill ing for the boss. I know that he is a new 
anon ne a ape “as a hand, every time I see that kind. After he 
~ a has been in the shoe business as long as I 

a ae have he will stop and say howdy to every 

man and woman in the store. He will learn 

that we people up front are the ones that 
make the wheels of the factory go around. 


OVO WON NO NON OO 
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deserves to be called a “shoe clerk.” 

That’s all he is. He surely is not a fit- 

ter. I have to correct a lot of his mistakes a 

every day. The boss keeps him because 

he is related to a cousin of his wife’s sis- 

ter-in-law, I think. The boss is too chick- 
en-hearted. 


DUTOTOROROROTOE IO 


SUORURUE 





a\tiraxtexivetvextvex 


HEARD from a shoe salesman with a 
name for the contest. He suggested 
“Shoeologist.” Missed it a mile, buddy. 
Too complicated, I think for the commit- 
tee. A saleswoman offers the name 
E, I like to say to a customer that I “Shoers.” Getting warm, girlie. 
am in this business for keeps. I am 
proud of being a shoe man. I tell the world 
that every time I get a chance. When I OW many names do you think Mr. 
hear men swelling around telling what Anderson has filed? You'd be cut- 
they are and sticking out their chests over prised! More than a hundred? A lot 
being brokers, lawyers, realtors or the like, more than that! Come ahead and make it 
I do a little chest inflating myself and tell unanimous. You folks have a lot more 
‘em I am a shoe man, by gosh! up your sleeves than you think. 


* * * 
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in New York City was informed that 
the extremely short skirt, just cover- 
ing the knees, had brought out a new 
problem of posture. To cover the 
knee cap it is necessary for the young 
lady of fashion to keep both heels on 
the ground. Some of the more dar- 
ing ones, of course, will cross the 
knees and ignore that fashion advice. 
But speaking generally, a new habit 


The semi-annual “get-together” of 
the Edwin Clapp salesforce was held 
at the East Weymouth, Mass., fac- 
tory the week of Sept. 7. The first 
feature of the week was the sales- 
men’s factory inspection, each sales- 
man meeting the factory superin- 
tendent, the executives and foremen, 
and carefully noting all new methods 
and changes which have taken place 
since the previous season. On the 
next day a complete display of ad- 
vertising helps for the coming sea- 
son, as well as plans for procedure, 
were explained by Shelton R. Houx, 
manager of advertising; the impor- 
tant part played by the salesmen 
with relation to a successful adver- 
tising campaign was clearly empha- 
sized, followed by a general discus- 
sion. During the noon luncheon the 
very interesting program for the 
afternoon, the style revue, was dis- 
cussed. This revue is conducted by 
Edwin Clapp Lincoln and consists 
of a presentation of the styles for 
the coming season. The new num- 
bers were shown on the runway by 
models chosen in the factory. The 
next day’s activities opened with a 
sales meeting conducted by Sales 
Manager William A. Hodges. 


Big “Get-Away” Dinner 


After luncheon the afternoon was 
spent in the study of samples and a 
discussion of the styles shown the 
previous afternoon. The crowning 
event of the week, the salesmen’s 
“get-away dinner,” was served in the 
auditorium. Golden sweet corn that 
had been in the garden only an hour 
before was served. Following the 
dinner, the program opened with 
community singing, after which the 
treasurer, Horace R. Drinkwater, in- 
troduced as the first speaker James 
H. Stone, president of the Shoe Re- 
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The Vamp and ‘Toe Period 


[CONTINUED FROM PAGE 43] 


of posture is for the young lady to 
keep both of her heels on the floor 
and to pull her skirts down to cover 
her knee cap. Both feet on the 


ground is the style news of the day. 

What is the answer in shoes. In- 
stead of looking at her shoes from a 
profile view she is going to observe 
them more often in what we might 
call a topographical 


posture. In 


Edwin Clapp Force Holds “Get-Together” 


tailer, who said that there was 
nothing on the horizon that threat- 
ened to disrupt the era of prosperity 
which 1926 has enjoyed thus far, 
and that conditions for the re- 





Thomas F. Lynch, who recently 

celebrated his fifty-second year 

with Edwin Clapp & Son, Inc., 
East Weymouth, Mass. 


mainder of the year are decidedly 
promising. 

The next speaker was one without 
whom no Edwin Clapp dinner would 
be complete, George W. R. Hill, 
the genial vice-president of the 
BooT AND SHOE RECORDER. The 
first part of Mr. Hill’s talk dealt 
with the subject of men’s attire for 
the coming season. He gave inter- 
esting and authentic information 
which showed that there is a grow- 
ing realization of shoe consciousness 
among men of the country and that 
everything pointed to a very suc- 
cessful men’s shoe year. The strain 


of being serious, however, proved 
too great for “Uncle George,” and 
for a few minutes at the close of his 





other words, the fronts of shoes are 
more interesting from a style view- 
point—looking down. Plain toes are 
giving way to fancy tips. The Gipsy 
seam has returned, and all sorts of 
clever fronts are sure to come in the 
styles of the future. It is little 
trends as here pictured that influence 
footwear design, and we are giving 
you the story to date for that reason. 





remarks he entertained with some 
of his original stories, which always 
rouse his audiences to great enthu- 
siasm. Mr. Drinkwater next intro- 
duced Arthur W. Sampson, who 
brought the greetings of his papers, 
the Shoe and Leather Reporter and 
the Shoe Style Digest. The next 
speaker was W. J. Barrett, from the 
home office of the Metropolitan Life 
Insurance Co. of New York. Every- 
one present was looking forward to 
the next speaker, Thomas F. Lynch, 
who needed no introduction, because 
for fifty-two consecutive years he 
has worked faithfully and well and 
has played his part in the develop- 
ment and production of the Edwin 
Clapp shoe. Mr. Lynch told some of 
his early experiences while working 
with Edwin Clapp, founder of Ed- 
win Clapp & Son. 

Those present included S. Preston 
Moses, Robert L. Summers, W. J. 
Barrett, Horace R. Drinkwater, 
Arthur W. Sampson, Edwin C. Lin- 
coln, Guy P. Moses, A. C. Davenport, 
William A. Hodges, James B. Pink- 
erton, P. A. Conathan, F. G. Har- 
rington, S. C. Burgess, E. F. Mc- 
Intosh, William Borden, Fred Collier, 
Rose Loman, Henry W. Sulkin, Bur- 
ton E. Durgin, Ben Landry, W. L. 
Stowell, A. Taylor, Henry Burke, F. 
A. Drinkwater, W. S. Profilet, R. H. 
Turner, George W. R. Hill, James 
H. Stone, Thomas F. Lynch, A. C. 
Ludlam, Harry F. Malloy, W. H. 
Fletcher, Albion C. Drinkwater, 
Davis C. Drinkwater, F. J. Dalton, 
Sumner W. Chandler, Louis H. Bur- 
gess, Thomas P. Greaney, E. F. 
Doble, Jess Hebert, Mytle Hebert, 
Shelton R. Houx, William McKee, 
Harry Spear, F. W. Covill, E. W. 
Thayer, Frank Lyons and George F. 
Farrar. 
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Feature Gym Shoes and Sell 


More Pairs 


Canvas Shoes in New Prominence 


came into a new prominence 

recently when a young woman, 
one Jean Bassis, 34 Emery Street, 
Attleboro, Mass., lowered the walk- 
ing record of a nationally-known 
sportswoman, Miss Eleonora Sears of 
Boston, in the 50 mile Providence- 
to-Boston hiking record of the latter, 
who walked the distance earlier in 
the year, on a wager, in 10 hours 
and 35 min. For Miss Basis, aged 
22, clipped one hour and six minutes 
from the long-distance time of 
“Eleo,” making the long walk in 9 
hours and 29 minutes in a pair of 
canvas rubber soled shoes. This is 
an interesting fact to make known 
prominently to the public in a spe- 
cial display of “gym” shoes of can- 
vas with rubber soles. A photo of 
Miss Bassis, or some of the boys 
and girls of your community who 
may accomplish similar feats, espe- 
cially in the pair of canvas rubber 
soled shoes which you sell them, will 
sell more pairs and set others to 


“hiking.” 

S an additional sales stimulator, 
A prizes might be offered—one to 
the young boy and another to the 
young girl, or one to the older boy 
and one to the older girl, or to all 
four—who are winners in a ten or 
twenty-mile hike in a pair of can- 
vas rubber soled shoes bought at 
your store. Miss Bassis walked 
half-a-hundred miles. Perhaps some 
merchant might institute a grown- 
up walking contest to be made in 
pairs of canvas rubber soled shoes 
with a 50-mile limit. 


(Cem rubber soled shoes 


OR tennis players, the canvas 

rubber soled shoe cannot be 
excelled. Almost every tennis star 
wears them. Pictures of these celeb- 
rities may be easily obtained and 
featured by the merchant. A photo 
of the community’s tennis favorite, 
placed in the window beside a pair 
of canvas tennis shoes, will move 
more pairs. Tennis racquets, nets 
and balls will give an added touch 
of realism to the window. With the 
reds and greens, blues and browns 


so popular in the new colors for fall 
and winter sport styles, a drape of 
any one of these colors, especially 
the reds or the greens, would make 
a pleasing decorative note and give 
greater emphasis to a white canvas 
shoe trim. If brown canvas shoes 
are shown use green or a brown 
drape. 


ND do not put away all of your 
bathing shoes, either, for they 

are still selling. The more promi- 
nence retail shoe merchants give 
them, the more pairs they will 
sell, and the fewer numbers the 
drug stores will sell, for the pub- 
lic should be educated that the shoe 
store is the logical place to buy bath- 


ing shoes. There is always summer 
weather somewhere in this broad 
land of ours, where bathing shoes 
are always in demand. 


BIG rubber company reports that 
it has made “a big killing with 
rubber bathing slippers” so far this 
year. It sells thousands of gross on 
the Pacific Coast to drug stores. The 
big shoe stores claim that they are 
“too cheap” to handle. These bath- 
ing shoes sell to the consumer at $1 
the pair. If a shoe merchant sold a 
thousand pairs at $1, the result of 
$1,000 would not seem such a small 
item to add to his month’s business 
totals. 


This is the window of S. Mure and The Breckenridge Shoe Repair 
Shop, Buffalo, N. Y., which won the second prize in the recent 
Keds Contest. George Smith, one of the deans of display men of 
America and chairman of the Contest Committee, commented on . 
same, as follows: “Unusual and effective display. Reproductions 
of advertisement and tie-up with national advertising an excellent 


central feature. 
Keds display material. 
in arrangement. 


Shoes very well displayed in conjunction with 
Entire display well balanced and artistic 
One of the best displays of its kind I have ever 


seen in a repair shop, and should be highly commended” 
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“MOIRES ARE GOOD” 
Say the Style Men 


—BUT— 


YArer 


Moires are only good if the moire fabric is good in 
quality—will give satisfactory wear—and has a true 
beauty of design and coloring. 


MEDALLION MOIRE 


Meets these requirements. It is constructed from 
specially selected yarns, three thread heavy silk in 
the warp, and Egyptian long. staple cotton in the 
filler, to assure wear and eliminate splitting. 
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The Medallion Moire design is distinctive and 
worked into the goods by a special process, and is 
more permanent than ordinary moire. 


VOTO NOG 


Xe 


ACA 


Medallion Moire can be identified by the printed 
J. E. backing as used on Satnu. 


Medallion Moire is furnished in black, brown, sun- 
burst, and white, which may be tinted. 


We would be glad to send a swatch 
for your inspection 


TOTMOROROMOE 


BUTUMOMOROMOMOMO MOR 


J. EINSTEIN, Ine. 


9 SPRUCE STREET NEW YORK 


BOSTON ST. LOUIS CINCINNATI MILWAUKEE MONTREAL 
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SHOE TRAVELER NEWS 


Conducted by Helen M. Haney, Associate Editor 




















. smart shoes is a favorite. 
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Ludlam on Trip 


A. C. Ludlam, who for the past 
fifteen or sixteen years has covered 
“The Southwest,” as he terms it, for 
Edwin Clapp & Son, Inc., is now 
back again in his territory. Mr. 
Ludlam was a visitor in East Wey- 
mouth, Mass., for the past two 
weeks, where he attended the semi- 
annual Edwin Clapp sales confer- 
ence. His home town is Wichita 
Falls, Tex., and in addition to cov- 
ering Texas he travels Oklahoma, 
New Mexico, Arizona and California. 
He is a member of the Southwestern 
Shoe Travelers’ Association’s style 
committee and keeps a watchful eye 
on the men’s apparel style trend as 
it relates to shoes. 


A. C. Ludlam, who covers the 
Southwest for Edwin Clapp & 
Son, Ine. 


He stated in a recent interview 
that prospects for a good business 
on men’s fine shoes look better to- 
day than at any time since 1920; 
that men’s smart custom types in the 
darker Russias are popular; that he 
notes a lessening in the popularity 
of lighter colors, and that blacks 
have increased 20 per cent in volume 
of sales. Mr. Ludlam says that he 
would place the percentage of dark 
tans in men’s fine shoes at 70 per 
cent, with 30 per cent in men’s black 
shoes, and that calfskin in men’s 
He has 


two new lasts with 10/8 heels. He 
states that brogue types and ex- 
tremely wide toes are slowing down 
and that more genteel types are 
gaining in favor. 


Boyden Adds to Salesforce 


The Boyden Shoe Mfg. Co. has 
added two new men to its sales 
force for the coming season. Wil- 
son Connolly, well known to the Pa- 
cific Coast trade, will cover that 
territory; Joseph F. Opitz, known to 
the, shoe trade through his former 
connection with Johnston & Murphy, 
will cover certain sections of the 
South and Middle West. All of the 
salesmen are now in their terri- 
tories. 


Interstaters Booking ’Em 
Fast 


On Tuesday, Sept. 7, all of the 
members of the Interstate Shoe Com- 
pany’s salesforce started for their re- 
spective territories, having enjoyed 
their vacations and all feeling like 
working hard. “The most wonderful 
line of samples we have ever shown,” 
say the boys. They started out with 
enthusiasm, and are backing it up 
with good-sized orders. 

H. W. Modlin has opened a perma- 
nent sample room at Hotel Morrison, 
Room 1956, Chicago, Ill., where he 
will make his headquarters in the 
future. 

Bob Emmet, the dean of New Eng- 
land salesmen, came back to his 
friends, right after Labor Day, from 
his well-earned summer vacation. 


Gregory Visits Boston 


George Gregory called at the RE- 
CORDER office last week on his way 
to Bailey’s Island, Maine, to visit 
his daughter, Marie Gregory, M. D. 
Mr. Gregory was formerly affiliated 
with the International Shoe Co. of 
St. Louis, but some months ago sev- 
ered his connection with that firm 
and since June 1 has been fishing in 
the waters of northern Canada and 
Vermont. He spent the entire 
month of July at Lake Mansfield, 
near Stowe, Vt., and all of August 
near the McIntyre Gold Mines in 
Canada, where he landed many big 


lake trout, fishing with copper wire. 
He will soon make an announcement 
that will be of interest to his many 
friends in the trade. 


Takes on More Territory 


Joe Kalisky, who has_ covered 
Michigan, Wisconsin, North and 
South Dakota for the past eleven 
years for Thompson Bros. Shoe Co., 
has recently had added to his list 
of trade friends the merchants in 
Illinois, Iowa and Nebraska for- 
merly covered by the late Charles 
E. Gunn. The boys at 189 West 
Madison Street, Chicago, Joe’s head- 
quarters, who know about his skill 
with rod and line, are wishing him 
as great success in shoe selling as 
he had during a recent Wisconsin 
trip in pike fishing. 


Fred Stuart for the past four 
years has been a most successful 
buyer and manager of the shoe 
department at The Emporium in 
Jackson, Miss. He is succeeding 
Mr. Rickey in the Southern ter- 
ritory, which includes Alabama, 
Mississippi and Louisiana. He 
represents the Selby Shoe Co. 


Goodman Yorkin, until recently 
with the H. C. Godman Co. in west- 
ern Pennsylvania, has now made ar- 
rangements to represent A. G. Wal- 
ton Co. in certain parts of Ohio, 
Pennsylvania, Kentucky, Indiana 
and West Virginia. 
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IN STOCK 


No. 110, Men’s Black 
Calf Ox—Double Sole 
PEP last—Leather Heel 
—C wide—6/11; D wide 
—514/11. Price 


$3.60 
And that is what we call real news! Take a look at the pic- 
No. 10—Same in Ruep- ture above! Built on our PEP last (our supreme seller by 
ing No. 14 Tan Calf. the way) and brim full of snap and wear, you will find stock 
$3.60 Nos. 10 and 110 can’t be beaten. 


P.S. Our Fall and Winter catalog came out last week. 
Discount 5%, 30 days. Have you received your copy? 


G. P. CRAFTS CoO. 


Mfrs. of Men’s and Boys’ Goodyear 
Welt Shoes 


MANCHESTER, N. H. 


Sales Agencies: 
NEW YORK CITY CHICAGO 
G. P. Crafts Co., Inc. Sidwell-De Windt Shoe Co. 
147 W. Broadway 45 So. Wells St. 
PHILADELPHIA LOS ANGELES 
Turner-Tompkins Shoe Co. Hotel Angelus 
26 N. Third St. Chas. A. Moder, Manager 
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F. Mayer’s Sales Conference 


The Martha Washington and 
Maisonnette salesmen from the F. 
Mayer Shoe Co. of Milwaukee have 
returned to their territories after 
one of the most enthusiastic and suc- 
cessful sales meetings held in years. 
Two days were spent in going over 
samples and making plans for the 
coming season; the meeting was con- 
cluded with a monster banquet 
served in the dining room at the 
factory, and presided over by the 
young ladies from the office of the 
company. 

Prizes were awarded to John 
C. Kinzie, who covers Nebraska 
and South Dakota, for selling the 
greatest number of pairs of men’s 
and boys’ shoes; to H. L. Golson, 
who travels in Louisiana, for sell- 
ing the greatest number of Maison- 
nette shoes, which is the new McKay 
line. Albert Mozer won a prize for 
selling the greatest number of pairs 
of cushion soled footwear. Carl 
Schultze entertained the gathering 
with musical numbers played on a 
one-stringed instrument made of a 
cigar box, and with a running fire 
of witty remarks. “Pete” Ware, old 
war-horse of the shoe game and one 
of the leaders in the sale of Martha 
Washington and Maisonnette foot- 
wear, gave a stirring talk on co- 
operation among the forces of the 
organization. B. C. Bowen, vice- 


J. J. Anthony, selling in the 
South for A. J. Bates Co. 


president and Western manager of 
the RECORDER, was among the guests 
and gave the boys a “snappy” talk 
on the selling results of determina- 
tion to succeed and the overcoming 
of obstacles. Charles Collar, buyer 
of the Gimbel Brothers shoe depart- 
ment in Milwaukee gave an im- 
promptu talk on the splendid or- 
ganization of the F. Mayer Shoe Co. 
He spoke of the need for close work- 
ing harmony among all the selling 
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and producing elements of the or- 
ganization and said that the shoe 
merchant needed every one of these 
elements in order to do a successful 
business. Charles Sawyer, credit 
manager of the Mayer organization, 
explained the workings of the new 
plan of the National Boot and Shoe 
Manufacturers’ Association for the 
organization of a credit exchange 
among the manufacturers. 


Anthony Joins A. J. Bates 


“There is more rollicking good 
friendship and fellowship in ‘Jim’ 
Anthony than any man I ever met.” 
That is what a president of the N. 
S: R. A. said about this Southern 
traveler. Here is the latest news on 
“Jim.” He has joined the A. J. 
Bates’ organization, and has been 
“handed” an immense sweep of 
country, for he covers the entire 
Southern territory. He is off this 
week on his first trip with the new 
line, covering the big cities of the 
entire South. 

J. J. Anthony makes his home in 
Richmond and is on the territory at 
all times. He has never missed. a 
Southern convention, where he is, 
incidentally, the life of the party, 
but at all times he is an alert and 
aggressive salesman and a good 
friend of many merchants who are 
eager to welcome him, every trip. 


Reading left to right, 
J. C. Kimsey, 


“Snapped” at the recent annual sales convention and banquet of the F. Mayer Boot & Shoe Co. 
first row (bottom) —Ed. L. Clark, H. L. (Pete) Ware, O. H. Hereford, Fred A. Mayer, Geo. F. Mayer, 
C. M. Robinton, H. L. Golsan, E. A. Rosenquist. Second row (center)—A. Castanedo, W. F. Tritchler, W. M. Tinker, 
Walter Carter, R. I. White, J. Y. Johnson, Geo. W. Dahlman, L. M. Barrett, Thos. F. Hurt, A. P. Hereford, Stanley 
Voelkel, Frank L. Barnes, H. A. Brockmeier, E. Warnimont, H. F. Kern, Fred M. Schnurr. Third row (top)—Raymond 
Golsan, E. H. Minor, E. Stroheim, J. C. Huyck, J. E. Wm. Prescott, F. O. Hoppenrath, Paul F. Becker, E. Walischlae- 

ger, H. W. Diaon, D. S. Walker, H. H. Ricker, H. Fleming, L. E. Wade, H. L. Joseph ; 
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Standard Equipment 
In Every Good Shoe Store 


% COMPLETE stock of Repco 
STRETCHERS is a distin¢t asset 
to every shoe store. To have 
53 2 all sizes of stretchers is al- 
most as essential as a full run of sizes of 
a staple shoe. 

Many a new shoe needs a little easing 
out or breaking in to conform to the 
individual peculiarities of the buyer’s 
foot. The Repco STRETCHER saves the 
foot this inconvenience. The shoe mer- 
chant will find that the use of a Repco 
STRETCHER in a new shoe will give the 






Repco STRETCHERS are 
made in nine sizes, from’ 
No. 000 to No. 6. Corn 
and bunion plates are sup- 
plied with every stretcher 


customer more initial satisfaction and 
promote quicker and easier sales. 
Repco STRETCHERSare carefully made 
of the finest of materials that can be put 
into this type of accessory. The wood is 
fully seasoned rock maple and the blocks 
are connected by a strong steel hinge. 
The action of the stretcher is easy and 
dependable, made possible by the simple 
mechanism of a toggle joint and slow 
action thread screw. Arrows that get 
out of place or springs that weaken with 
use are absent in the Repco STRETCHER. 


Look over your stock of stretchers today. Let your nearest 
Finpincs DEALER supply the sizes you need 


United Shoe Machinery Corporation, Boston 


San Francisco Branch: 859 Mission Street 


J. K. Krieg Company, 39 Warren Street, New York City 
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OCTOBER 1-9 


It’s always good merchandising to feature foot- 
wear for a purpose—for instance, wet weather items, 
including everything in the store for wear in the 
rain or snow. A Wet Weather Window and a Wet 
Weather Ad will be in order about now. Dance and 
party footwear should be given similar attention. 
See the suggestions on window treatment on the fol- 
lowing article, entitled ‘Attractive Fall Windows At- 
tract Fall Business.” 

Send out a letter, preferably with an insert illus- 
trating some styles, to your customer list. If you 
haven’t such a list, start compiling one, taking the 
name and address of each customer, noting the type 
size and price of shoes bought. Classify the list 
under heads of Men’s, Women’s and Children’s. 

Check up on your -lighting—in windows and in- 
terior. It should be bright, with even diffusion—free 
from both glare and shadows. Have this set right, if 
need be, before the days get shorter and darker. 


OCTOBER 11-16 


A hunting and fishing window will be timely. A 
neighborhood sporting goods dealer will do doubt be 
glad to loan you the “props” for a camp setting—a 
tent, rod and reel, gun, etc. Use a grass mat on the 
floor with a few trees, rushes, etc. Time for a 
“splurge” on hosiery. Give it liberal space in ads 
and windows. A three pair proposition should go 
well about now. 


SHOE STORE SERVICE SECTION: 


Devoted to Findings, Fixtures and the Proper Display of Merchandise 





Recorder Merchandising 
Calendar for October 














Boys’ and girls’ hi-styles also have a just claim on 
some window and advertising space, even though 
there’s plenty to occupy that space at this time. 


OCTOBER 18-23 


Tie up with the movies. Take a certain style of shoe 
that you want to feature. Demonstrate its authentic- 
ity by showing “stills” of movie stars wearing this 
type of shoe in some of the more recent releases. 
Take this up with the manager of a nearby movie 
house and he can get for you the pictures you want. 
Show these in connection with separate display units 
of the merchandise. 

A harvest trim is timely for the windows and some 
tie-up features of this decorative theme should be car- 
ried into the newspaper ads. If the merchants of 
your town or street are hooked up in an association 
a Harvest Week can be staged with a number of spe- 
cial attractions to bring in the crowds. 


OCTOBER 25-30 


Use some snappy Hallowe’en stunts in your dis- 
plays. These need not be expensive or difficult to 
produce. See the suggestions in the next article in 
this Shoe Store Service Section. Give some little 
Hallowe’en favors as souvenirs to the children and 
all customers. 

Are your Christmas decorations ordered? If not, 
plan on these now and give the artificial flower houses 
as much time as you can to fill your orders, for this is 
the season when they are rushed beyond capacity. 






























Advertising Changes 
Clientéle 

Harry Phelan, who conducts a 
general store at 11 Andrews Street, 
Rochester, N. Y., is a great believer 
in advertising and through a series 
of style advertisements in local 
newspapers has built up an entirely 
new clientéle in addition to his old 
customers. 

The Phelan store, which is one of 
the oldest shoe stores in the city, is 
located in the heart of the whole- 
sale district, but in spite of its loca- 
tion has always enjoyed a good 
family trade. According to Mr. 
Phelan, they are today serving cus- 





tomers of the third generation. The 
father and mother both bought their 
shoes in the store, and also the chil- 
dren. And as they grew up and 
married they continue to buy their 
footwear at Phelan’s and to bring in 
their children. 

While this business was very sat- 
isfactory, Mr. Phelan felt that new 
customers were the future life of 
the store and with the advice of O. 
K. Johnson of the BOOT AND SHOE 
RECORDER he changed the type of his 
advertising from comfort to style 
and through liberal use of news- 
paper space featuring conservative 
style he has brought to the store an 
entirely new clientéle. In addition 


to featuring style, Mr. Phelan fea- 
tures that they carry their shoes in 
narrow widths, and as other local 
merchants are inclined to play down 
the middle of the road on widths he 
is building a big following among 
women who find it difficult to get the 
proper fit at other shoe stores. 


99 Per Cent Velvet 


LYNN.—The Travers Shoe Co. has 
been cutting 99 per cent velvet, and 
all black at that, so far this month, 
and the remaining one per cent is 
made up of patents. But this is an 
exceptional case. 
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Ac Amencan Interlocking Shoe Store Chairs 





Illustrating 
No. 4001 
§-ply built-up back. 
Cheseded round 
panels from solid 
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nds. Mahogany 
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order, 


Shoe Department Plymouth Clothing Co., St. Joseph, Missourj 


30% More Seating Capacity 
with Modern Shoe Store Chairs 


ROGRESSIVE shoe merchants will 

find a vital fact illustrated in the shoe 
department of the Plymouth Clothing Co., 
St. Joseph, Mo. Please note that the right 
side of the photograph pictures American 
Interlocking Shoe Store Chairs. On the 
left, just behind the radiator, you will see 


And More! —j— 


There are other advantages in the 
use of this modern shoe store equip- 
ment. Advantages which mean to you 
a finer store—a better grade of cus- 
tomer—a prestige that always comes 


stores. For American [Interlocking 
Shoe Store Chairs are more comfort- 
able for customers—and infinitely 





These great 
features designers and draftsmen will suggest 


Greater seating capacity— 
eee pmo aa 
to progressive, prosperous -looking — 
Greater durability — these 
chairs are guaranteed 
against breakage. 
reater economy in cost. 
15 years of experience to 
serve and assist you. 


the leg of an old-fashioned chair. And these 
are the facts: Where 20 old-fashioned chairs 
fill the space to the left—26 American 
Interlocking Shoe Store Chairs fill the same 
area to the right. 30% more seating capacity 
—room to handle 30% more customers, with 


American Interlocking Shoe Store Chairs. 


Free Booklet 


For 16 years we have madea specialty 
of Shoe Store Chairs. Have equipped 
leadingstores from coast to coast. Our 


free of charge, and with no obligation 
on your part,an arrangement of chairs 
most suitable for your specific require- 
ment. Write us about this service— 
and ask for our free illustrated book- 
let “The Shoe Store Beautiful.” 








more attractive. 


1016 Lytton Building 


American Seating Company 


BRANCH OF FICES—NEW YORK, Room 601, 119 W. 40th St. 
BOSTON, Reom 302, 69 Canal St. 


Chicago, Illinois 


PHILADELPHIA, Room 703, 1211 Chestnut St. 


~~ 
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finished, any color, 
upholstered to 
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An excellent temporary background decoration for a fall style trim is a silk drape 
set in a wallboard frame cut in a scroll pattern and painted with the new metallic 


paint, giving the effect of bronze portals. 


The frame may be made by the display man 
or ordered from an artificial flower house 


Attractive Fall Trims Draw 
New Season’s Business 


portant than another in shoe 
merchandising it is that every 
effort should be made to secure 
more business during the busier 


I there is one thing more im- 


months of the year. The time to 
get more business is when the get- 
ting is easy, when the people are in 
a receptive mood towards the mer- 
chant’s offerings. October is one 
of these periods. Customers want 
shoes—the great question with many 
of them is “Where shall I buy 
them?” Let the window displays 
answer this question and the shoe 
merchant will not want for busi- 
ness. 

There are a great many things 
that should be thought of in plan- 
ning the window displays for this 
month. The first consideration 
should be the type of footwear to 
display. This is easily determined 
by a knowledge of the needs of the 


public at the moment. Briefly, the 


> 


By A. E. Edgar 


following types might be consid- 
ered as. in greater demand this 
month than others: 

New style lines, fashionable foot- 
wear. 

Footwear for formal occasions, 
fall weddings and social functions. 

Wet weather footwear, both 
leather and rubber. 

Boys’ and girls’ lines of a more 
dressy nature. 

Winter weights for men, espe- 
cially for the dressy young men. 

Orthopedic footwear and appli- 
ances. 

Hosiery in the new fall numbers. 

Every one of these types of foot- 
wear is worthy of a special window 
display in which the type is exclu- 
sively featured. Displays of a par- 
ticular type or line are of greater 
pulling power than a display of 
miscellaneous types and lines. The 
setting for a single type of foot- 
wear can be made more appropri- 


a4 


ate than for a display of everything 
in the stock. 


Use the Accessories 


FTER the type of display is de- 
cided upon the next considera- 
tion is the manner in which it will 
be presented. New style lines should 
be shown in a setting distinctly 
beautiful and seasonable. Foot- 
wear for formal wear must have an 
equally appropriate setting, but the 
formal occasion for which the foot- 
wear is intended may be more dis- 
tinctly impressed upon the mind of 
the onlooker by adding accessories 
that suggest these occasions, such 
as a fan, evening gloves, bottles of 
perfume, etc. The units should be 
fewer and the spaces between each 
shoe and unit should be greater. 
Daintiness should be the keynote. 
Wet weather footwear, on the 
other hand, should be displayed in 
a rugged setting. The decorations 
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Make Your 
Christmas Windows 
Attract Attention! 





Schacks Wonder Light 
Will Do It! 


Place Your Order Now! 


Schacks new Wonder Lights (Spot or Flood) 
are made of Rayalium, the only metal in the 
world that will not corrode, rust or tarnish. There 
is no breakage and the lamp will not burn off 
like glass with a mirror back. They will last a 
lifetime. Guaranteed for twenty years. Each 
lamp is equipped with shutter, 4-foot cord, 6 
color screens and standard screw base plug and 
socket that will fit any installation. Send in your 
order today. 


—— Genuine 
Duco 
hone Finish 
‘beac Complete 


Electric Lamp Not Included—Use a 200-Watt Mazda 


Type A. Spot or Feature Type C. Flood Light has no 
Light has a_ very brilliant 

center beam about 36 inches center beam, but throws a 
duction € x2 2 ee uniform flood of light or color 


iin the window. over the entire window. 


State kind wanted when ordering. 
Extra Color Screens 20c. each. 


BOOT AND SHOE RECORDER 





September 25, 1926 

















Adrian X Rey Hi) Foot Fitter 


Makes Sales Quicker 
Makes Fitting Positive 
Makes Extra Profits 


A 
Necessity 
in the 
Modern 
Shoe 


Store 





There Is Only One X-Ray Foot Fitter 
Adrian Makes It 


IT’S EASY TO OWN—EASY TO OPERATE 
Write Today for Details 


The Adrian Corporation 
Room 610, 210 Sycamore Street 
Milwaukee, Wis. 














Our New Christmas Flower Book 
Just Off the Press! 


Every shoe merchant should have a copy of Schack’s 
New Christmas Flower Book just off the press. Send 
for Book Christmas Flower Book B. R. illustrated in 
4 color process printing and choose your Xmas decora- 
tions. Now there is always something new and original. 


Send For It Today 








SCHACK ARTIFICIAL FLOWER CO. 


istic N. nosey st. CHICAGO (3"'E°"Apams ‘sr, 
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1876—“‘Fifty Years of Service’’—1926 
Sound Insurance 
Protection 


Our policies provide sound insurance pro- 
tection—the only kind to buy no matter 
what the cost—and our company has a 
reputation for prompt payment of honest 
losses. 


Saving of 30% 
in Cost 


By careful inspection and selection of risks, 
efficient fire prevention service, and eco- 
nomic management, we save our policy- 
holders 30% on insurance cost, which comes 
back to them in dividends. 











This is the story we have for the 
shrewd business man. If your prop- 
erty can qualify as a first-class physi- 
cal risk, let us tell you more about 
the quality and the cost of our policies. 


C7te Central Manufacturers 


Insurance Company 
of Van Wert, Ohio. 





Fire and Automobile Insurance for Select Risks 
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should suggest the wet and mud 
that characterizes the wet season. 
Accessories that suggest rainy days, 
such as an umbrella, a slicker, etc., 
may be used for this purpose. 


A Frame on Metallic Effect 


The decoration illustrated in Fig. 
1 is suitable for any new fashion 
display, and may be used for the 
display of evening footwear. It 
consists of a silk drape of a suitable 
color to harmonize the entire color 
scheme. The frame with its scroll 
pattern may be cut out of wood or 
wall board and painted in the new 
style metallic paints. The valance 
may be of velour or velvet, or of 
any suitable material. If the frame 
cannot be made by the display man 
of the store it may be ordered from 
window supply houses, or, failing 
this, it may be simplified by using 
a lattice as a substitute. 


Prepare Shoes Carefully 


It may be unnecessary to mention 
that the shoes for the window dis- 
play should be carefully selected 
and prepared. Forms should be 
used to prevent unsightly wrink- 
ling, and where laces and ribbons 
are a part of the shoe they should 
be daintily arranged and not allowed 
to dangle at all sorts of angles 
and lengths. Too much formality 

















“HIGH SPOTS” 
Here are two ideas for making 
one shoe stand out prominently. 
The first is a sunburst of heavy 
cardboard to which a shoe is at- 
tached, as described in this ar- 
ticle. The second is a large book, 
laid open as sketched, and an 
actual shoe placed on the page in 

place of a cut 


in their use is to be avoided but 
the worst feature of all would be 
a slovenly appearance. The foot- 
wear should be arranged into 
units. The units may vary, some 
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units consisting of several pairs 
and others of a single pair, but 
these should be so spaced that 
there is a certain amount of uni- 
formity to the completed display, 
but stiffness of arrangement should 
be avoided. Usually fewer shoes 
displayed with greater spaces be- 
tween them will better give the im- 
pression of style and quality. 
Showcards for such displays should 
be dainty and not too large in size. 
Such a type of card is illustrated 
in Card A. 


Planning a “High Spot” 


Just as any display is composed 
of many component parts, so each 
of the parts should be carefully 
considered and its fitness for the 
purpose analyzed. It is the small 
things in a display that makes it 
good or bad. In Fig. 2 we illus- 
trate two little things that will add 
distinction to a display. The upper 
illustration shows an idea for the 
center of the display—a decorative 
“high spot” which will give espe- 
cial prominence to one shoe. A 
heavy cardboard is used for the 
sunburst to which a shoe is at- 
tached and which may be raised 
above the rest of the display. 
There are various ways in which 
the shoe may be attached. Silk 

























A simple wallboard back is used for this 
setting. The bats, cats and witch are cut 
out of black cardboard. An orange disc 
behind the witch represents the harvest 
moon. A dummy witch or ghost, as de- 
scribed on page 69 may also be used 


























Another idea for a Hallowe’en 
setting. The cat on top of the 
mel is a cardboard 
O’Lanterns 
are supported by sticks con- 
cealed behind the corn shocks, 


wallboard 


cutout. T Jack 





and should be lighted with elec- 


tric bulbs 
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Wood Fixtures of 
Distinction 
These embrace every good point 
known to modern manufacture of 
display equipment: non-warping— 
non-blistering—all_ metal connec- 
tions—all tops, stems and bases are 

interchangeable. 


A large variety of leading and 
special Periods of graceful and 
artistic personality. 


Ask for Catalog No. 22 
Which Illustrates the Complete Line 








Our Famous Glass Fixtures 


Comprising separate pedestals and plate glasses 
in large variety, this feature makes them inter- 
changeable, so that a large variety of Trims are 
readily produced. 

Catalog No. 18 of Glass Is Very Complete 











The New Art Metal Diol 
Stands 


These fixtures offer a new idea to merchants looking 
for something of distinction and of extreme beauty at 
a reasonable price. 

Ask for Leaflet W. I. 





Visit Our Chicago and New York Show Rooms 


THE HECHT FIXTURE CO. 


DEPT. 12 


Ground Floor, Medinah Building, ' New York Show Room, 16 West 31st St. 
233 South Wells Street, Chicago, Iil. Between Broadway and 5th Ave. 
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SOME “PROPS” 
FOR OCTOBER 
WINDOWS 


The suspended pot 
may be used with a 
witch dummy in a 
Hallowe’en window 
and the tripod is also 
suitable for a camp 
setting for hunters’ 
and fishermen’s foot- 
wear 

The giant chrysan- 
themum may be made 
of tissue paper as de- 


bowl of 
fruit is a _ harvest 
symbol suitable for 
use with any setting. 
Some are illuminated. 
A beautiful lily pond 
setting may be made 
with glass, sand and 


artificial flowers. 
































threads are suitable, fine wire may 
also be used. 


Get Ready for Hallowe’en 


Hallowe’en should be repre- 
sented in the window displays and 
in the selling and merchandising 
of footwear. This is a festive oc- 
casion in which footwear plays a 
considerable part, as many of the 
social functions of Hallowe’en in- 
augurate the formal social season. 
Aside from this consideration, Hal- 
lowe’en is an important event. For 
one thing, old and young are inter- 
ested in its annual recurrence. 


Note the Cutouts in Fig. 3 


The Hallowe’en setting in Fig. 3 
is simple and easily constructed 
and installed. The bats, cats and 
witch are cut out of black card- 
board. The batsare pasted to the 
panels, the cats posed on the pilas- 
ters and the witch is attached to an 
orange disk representing the har- 
vest moon. The pumpkin Jack 0’ 
Lanterns may be made of the real 
vegetables, or they may be of the 
papier maché variety easily ob- 
tained at the stationery stores. 
Smaller cut-outs may also be pur- 
chased in quantities and used 
throughout the display. 


Making a Dummy Witch or Ghost 


A witch or white ghost may also 
be represented in the window by 
using a wooden frame upon which 
to drape the materials of the dress, 
a mask serving for the face. If the 


witch is shown in the act of stir- 
ring her foul brew in a black iron 
pot over a fire, so much the better. 
The pot may be suspended from a 
tripod of rustic poles as shown in 
Fig. 5. 

Another Hallowe’en setting is il- 
lustrated in Fig. 4. In this setting 
the cat is shown perched on top of a 
panel. The lanterns are made of 
crépe paper, fringed, black and 
orange colors being used. Any 
Hallowe’en symbol may be used as 
the design to be added. Crépe pa- 






71 


per designs may be cut out and 
used, and electric lamps in the 
pumpkin accentuate the spookiness. 
ness. 

In this setting the pumpkin is in- 
troduced on top of a shock of corn 
stalks. The pumpkin may be at- 
tached to a broom handle or stick 
which may be hidden by the stalks. 
The bowl of bright red apples is 
also symbolic. 


Symbols of the Harvest 


The fall harvest is appropriately 
symbolized in the fall window set- 
tings: Vegetables, fruits and grains 
may be used in the decorations. 
The giant chrysanthemum shown in 
Fig. 5 may be made of tissue paper. 
Strips of the tissue paper are 
fringed and rolled; then ruffled into 
a tangible to represent the flower. 
A heavy wire will serve for the 
stem to which the leaves are at- 
tached. 


A Water Lily Pool 


An attractive fall setting may be 
installed in the form of a water lily 
pool as shown at the lower part of 
Fig. 5. A pane of glass is laid over 
a black cloth. Clean river sand is 
used to form the shore and little 
islands in the pool. Artificial wa- 
ter lilies are introduced on the glass 
and bullrushes into the sand of the 
shore. Graduated shoe stands may 
be used as indicated, the bases hid- 
den by the flowers and leaves. This 
is the kind of display that is talked 
about by everyone seeing it, and 
the kind that gets written up in the 
newspapers of the community. 


SHOW CARD SUGGESTIONS FOR OCTOBER 

















~ Fall Colors 














The season's new 
































Protect your colors are seen in 
The Charm of the cant all — of 1” — 
New Fall Styles - and the red of the 
| | roadside sumac 
compel attention 
Card A Card B Card C 


Card A is suggested for the cardwriter. 
f this magazine and pasted on the card. Many suitable 


advertising pages o 


The illustration is one cut from the 


illustrations may be found in every issue. Card B is of the more rugged type to 


match the object of its use. 


Card C is suitable for fall displays and for Hallowe’en. The decoration is 
adapted from one used by an advertiser in the RECORDER, and is sketched on 


the card with a pen. 
















Set 
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A New Plateaux Foot of Wrought Iron 

























| for 
F | Unit Displays of Shoes 


One of the most useful display 
accessories for any window. Any 
size board may be used in either 
a plain painted finish or covered 
with plush or silk. 


Made substantially of genuine 
wrought iron in graceful design. 
Any finish may be had. Two 
heights—four inches and three 
inches. 








Style No. 2—3 inches high. 
Any finish desired. 


Per set of 4 feet. . $5.25 


' Style No. 1—4 inches high. 
Any finish desired. 


Per set of 4 feet. . $6.00 





The Adler-Jones Company 
645 So. Wells St. Chicago 














IN STOCK 


Rhinestone Trimmed x% Great Britain y& 
Pump Straps 





The Shoe Trade Journal 


IN PATENT, SATIN COLORED LEATHERS—90.00 is the oldest established Shoe 


PER DOZEN PAIRS. ANLSO IN PLAIN PATTERNS AT 
—— and Leather Trades Paper in 


Laing, Harrar & Chamberlin Great Britain. 


PHILADELPHIA, PENNA. 


Established 1869 


Our Advertising Tariff will be 
supplied by the Boot and Shoe 
Recorder, Boston, Mass., upon 
application. 

















Officially adopted 
by the Interna- 
tional Association 
of Masters of 
Dancing. Made b 
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THE SHOE TRADES JOURNAL 
Leicester - - England 
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152 KAWNEER FRONTS 


Within a Radius of Four Blocks in a 
City of 100,000 


,_— twenty-one years ago, when Kawneer 
Copper Store Fronts (the first of their kind) ap- 
peared in our shopping centers, people uncon- 
sciously stopped and gazed in admiration at the 
marked contrast between the old and new. These 
bright spots were looked upon as something unique, 
and soon became the talk of the community. They 
were as magnets that attracted people into stores. 











Proof that Kawneer Store Fronts have the 
power to pull prospective purchasers into stores is 
made manifest by the scene above. 152 merchants 
in this district have Kawneer fronts working for 
them night and day. There are over 300,000 mt 
throughout the United States and foreign countries. J 4 


E 
ma, aunt 


 ——————————————— 

| (= 
iT i al Hu 4013 N. Front St. 
Niles, Mich. 


Nt “i 
The coupon, pinned to your letterhead, will iMal ee 


bring reproductions of many installations, the own- fronts for my business. 
ers of which testify that their Kawneer Store Fronts 
are their most valuable sales medium. 


SARA e I en oa anne 


CONSULT YOUR ARCHITECT 
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The “Bete Tree” 
(Ventilated) 


The type of tree preferred by men. 
It is easily adjusted. A turn to the 
right and the shoe is forced into its 
natural shape; a turn to the left and 
the tree is easily removed, 


The “Pack-flat Tree” 
(Ventilated) 


This tree is popular with both men 
and women. It is extremely light 
and, as the name implies, can be 
packed flat, making it convenient and 
desirable, especially for travelers. 


* The adjustment is simple and efficient. 


a 





PLONE ee 


kK ING Winter is on his way, and 
with him come rain, frost, 
snow, slush—and wet feet. 


Shoes, even the best shoes, are sen- 
sitive. When they get wet they 
shrink, and in drying crack and 
lose their shape. Their best pro- 
tection is a pair of Miller Shoe 


Trees. 


Impress this on your customers. 
Point out to them the advantages 
of keeping their shoes in shape 
with Muilier trees. 


Increase your sale of shoes in this 
way. It means more satisfied cus- 
tomers with better-looking and 
more comfortable feet. 


O. A. MILLER 
TREEING MACHINE Co. 


Shoe Tree Division 


Brockton, Mass. 
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FALL STYLES 
IN THE SPOTLIGHT 





eninine joolwear 


IN 7 TOCK 


58—Patent Leather, Regina, 240 last, 19/8.... 
59—Black Satin, Regina, 240 last 19/8 
70—White Satin, Hampton, Bead Edge, Turn 
Sole. Like Lovella without cutouts, 240 last, 
Oct. ist 
. 71—All Silver Kid, Lovella, Bead Edge, Turn 
Sole, 240 last, 19/8, Oct. 
60—Patent Leather, Joan, 185 last, 15/8.... 6.00 
49—Patent Leather, Raquel, 190 last, 13/8 heel 5.90 
. 56—Sauterne Kid, Raquel, 240 last, 1 6.90 


73—Russia Calf, Donore, Welt, 506 last, 13/8, 
Oct. 10th 6.00 


47—Patent Leather, Rivoli, 220 last, 20/8 heel. 5.85 
48—Black Satin, Rivoli, 220 last 5.60 
. 57—Parchment Kid, Rivoli, 220 last, 20/8.... 6.00 


5.60 
18—Black Satin, Border Band, 150 last, 13/8. 5.75 
20—Patent Leather, Lois, 160 last, 17 5.50 
21—Black Satin, Lois, 160 last, 17/8 5.50 


22—Silver Brocade, Lois, Bead Edge, Turn 
Sole, 160 last, 17/8 6.25 


27—White Satin, Vanity, Bead Edge, Turn 


Sole, 160 last, 17/8 5.75 DONORA 


6.00 





6.00 


54— Imported 
last, 13/8 


RICKARD SHOE COMPANY RIVOLI 
Haverhill, Ma. 
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TRADE MARK 


Through a_ typo- 
graphical error in 
our last advertise- 
ment, Rajah Canvas 
Shoes were spoken 
of as vulcanized. 
They are UNVUL- 
CANIZED and in 
this point rests the 
secret of their 


quality. 
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A Revolutionary 
Canvas Shoe 


Be sure to sample it before placing 
your 1927 business 


There is no canvas footwear constructed like the new 
Rajah Canvas Shoe. It is as revolutionary as was our 
famous Rajah Crepe Sole. The difference is in the method 
of attaching the pure crepe Rajah Sole without vulcaniza- 
tion. 


September 25, 1926 








REGISTERED 


Rajah Canvas Shoes are light 
in weight but amazingly long 
in wear. They give their 
wearers such barefoot com- 
fort—such foot security as 
they have never known be- 
fore. 


As to appearance—their natu- 
ral, rugged “bench-made look” 
appeals to a class which has 
avoided the ordinary tennis 
shoe. They have none of the 


stiff, artificial look of the vul- 
canized shoe. 

And in their distinguished ap- 
pearance you find a clue to 
their foot-conforming quali- 
ties—to the ease and comfort 
they give. 

This sensational shoe will en- 
able you to develop the best 
kind of a trade in canvas foot- 
wear. May we send samples 
and give further particulars? 





ALFRED HALE RUBBER COMPANY 


ATLANTIC 
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MASS. 
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Zant Now "°Ateng 


This Year the St. Louis Pageant of 
Footwear Fashions Is to Be Held ® 


A MONTH EARLIER 


Dates are Monday,. Tuesday and Wednesday 
November 29-30, December 1 
“The New Buying Time” 


1. This is the time when the largest and most 3. You will know which styles in your present 
stock will adapt themselves to the new trend 


successful buyers get their information and . : 

do their buying. They introduce new Spring and can therefore clean stock intelligently 

styles in January and February, making at a profit. The stay-at-home is almost 
profits in a so called slack season. They eo sar — in this respect. 

get more prompt and complete deliveries. . Your store will run successfully for three 

Now any merchant can do as they do. days without your presence, but not so well 

without your knowledge. 

. The Southwestern Shoe Retailers Assn. 

. There will be concentrated at this Pageant Convention will be held on the same dates. 

the outstanding lines from ALL the leading Their educational and general sessions are 

markets, so you can compare all AD- open without charge to any merchant who 


VANCE styles in one place a month earlier registers. 
than in other years. 6. Plenty of entertainment mixed in. 


Don’t say, “I can’t get away.”” When the gun goes off, the chap who wins the race doesn’t 
say, “I can’t get away.” He’s off with the gun. The St. Louis Pageant of Footwear 
Fashions is the Get-away Gun in the race for Bigger and More Profitable Business in 1927. 


St. Louis Shoe Manufacturers & Wholesalers Assn. 


Make reservations now with Mr. F. A. Mahler 
1602 Locust Street, St. Louis, Mo. 


The Third Aantal 
Jt Louis Pageant of— 
footwear fashions 


Whew writing to advertisers please mention Boor anv SxHoz Recorper 
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Each Zip-On Sale 
is additional profit 


T takes very little added effort to sell a pair of 
Zip-On Leggings to the woman who is buying 
children’s shoes. Merely showing them to her, 
letting her try their Hookless Fasteners is usually 
enough. And this extra sale means a profit addi- 
tional to that you would ordinarily make on the 
shoes alone. 


That is why many shoe stores and shoe de- 
partments now carry Zip-Ons as a logical, profit- 
able side line. 


Zip-On Leggings are stout and sturdy. They 
stand the wear and tear of the hardest of chil- 
dren’s play. Only the original 
Hookless Fasteners, that can 
be bent and twisted without 
damage, are used on genuine 
Zip-Ons. Mothers are de- 
lighted with the ease with 
which these leggings are put 
on. And they’re good-looking 
too. 


Smartly tailored in Water- 
side Corduroy and Waterside 
Suede Like—as well as Jersey 
Cloth and Moleskin—-Zip-Ons 
will please your most fastidi- 
ous customers. 


On or Off in a Minute! 
No buttons to come off. No but- 
tonholes to tear. And they're so 
easily put on the most active child. 








4P?-O/'V 
LEGGINGS 


Howlett & Hockmeyer Co., Fifth Ave. 


Cor. 26th St., N. Y. Sales Agents 








DEAUVILLE’S NEWEST 


now being shown by 


JEFFERSON IMPORT CO., Inc. 


for the winter resort season 


JEFFERSON IMPORT will carry an 
immense stock this season of the most 
colorful Deauvilles ever shown in 
America—and at prices to interest 
quantity buyers. 


We already have our sample line 
ready for your selection—comprising 
a wide variety of new styles and com- 
binations. 


The Lido 


HIGH AND LOW HEELS IN LEATHER 
AND CREPE RUBBER SOLES 


JEFFERSON IMPORT CO., Inc. 


47 West 34th Street, New York 
Marbridge Building 
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SUFFICE LAST DELITE LAST 


B-281—Patent Leather, Black B-331—Patent Leather. Black ’ 
Lizard Trim 00 ae i a aa B-421—Marsala Tan Kid....$7.00 
B-271—Rose Beige Tan Kid, 6 B-431—Patent Leather 
Titien Kanes Tem. ight’ Bage 7.00 Covered Heel—Light Edge Covered Heel—Light Edge 
vi _. be 
SUFFICE LAST SUFFICE LAST SAMARITAN LAST 


B-291—Black Kid 
B-581—Golden Bro. Kid 
B-717—Patent Leather 6.00 
B-481—Black Satin, B-907—White Kid $6.50 Solid Leather Heel with Rubber T 
Suede Trim $6.25 B-827—Patent Leather 6. 
Bese, Cates bg Sent p44 B-837—Black Glace Kid.... SUAVE LAST 
< —Paten OF. ccc = 
B-787A—Black Glace Kid... @ ae a ae 
Covered Heei—Light Edge PATSY LAST 
SUFFICE LAST 


B-977—Black Suede 
ered Heel) 
B-261—Black Glace Kid....$6.00 
B-231—White Reignskin Cloth, Solid Leather Heel with Rubber Top 
White Calf Trim $5.25 5 
B-247—White Kid 6.50 : Solid Leather Heel with Rubber To; 
Covered Cuban Heel—Light Edge . Lift, except 977 
SAMARITAN LAST SUCCOR LAST 


B-507—Black Glace Kid 86. 
ae = 4 — White Reignskin 
oth °' 
B-817—Black Glace Kid $6.00 B-807—Golden Brown Kid... 6.50 
B-927—Golden Brown Kid... 6.50 Solid Leather Heel with Rubber Top 
Solid Leather ~~ with Rubber Top Lift 
ift 


seveaemacememmmwencmemseate Benne ne 
MANUFACTURERS & DISTRIBUTORS 


Rochester, WV.X% 


New York City, 612 Marbrid Bldg. 

SIZES Cleveland, 1589 Union Trust Bldg. Send for Catalog and further 

AAA,S -9 A,4 -9 ©C,3%-9 Chicago, Majestic Hotel details regarding Business 

AA,4%-9 B,3%-9 D,3%-9 Los Angeles, 107 E. Sth Street Building Agency Plan 
Oakland, 424 Bellview Ave. 
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Black and Brown Receive Public 
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Approval in Footwear 


New Season Showing Good Progress in Most Centers. 


son is definitely under way in footwear, with the public registering approval 


Rim is from various retail centers for the last week indicate that the fall sea- 


of the new styles and current prices. 
money freely for shoes that they like. 
shoes that blend in with the fall styles in costumes. 
play a most important part is the ruling mode. 


Apparently women are willing to spend 
More attention is given to styles and colors in 
The “ensemble” in which shoes 
Black patent leather continues as the 


leading material, although brown shades in ooze, calf, kid and other materials are 
coming strongly to the forefront. Those who predicted the death of reptile leathers 
find themselves all wrong. Reptiles are still good. All-over alligator shoes are in brisk 
demand. Lizard also continues in call and all the reptiles show up strongly in trimmings. 
Center ties and oxford patterns are giving straps a close run in popularity. More is 


heard of higher heels for men, but the rea 


tested by the public. 


| NEW YORK | 


Business Improving 


ITH more favorable weather 

conditions the fall shoe busi- 
ness here has taken a decided upward 
swing. Retail shoe merchants, 
through their window displays and 
the use of large advertising space in 
the newspapers have drawn the at- 
tention of the women toward autumn 
footwear with excellent results. It 
is noticeable that current shoe ad- 
vertising is more closely linked up 
with the general costume scheme, one 
firm, for instance, devoting an entire 
ad 12 inches deep and three columns 
wide to exploiting the blue kid-skin 
oxford as a complement to the dark 
blue costume. In. other shoe ads, 
particular shoes are mentioned for 
wear with the new wine red and dark 
green shades. All this undoubtedly 
has served to bring about a greater 
shoe consciousness among women, 
and retailers report that most of the 
shoe buying is now being done by 
women with a definite costume idea 
in mind. 

Black patent, of course, still heads 
the list of popular materials, al- 
though blue kid, black and brown 
suede, black satin and alligator in 
rich brown have been getting a good 
share of the early call. Indications 
point to one of the largest suede sea- 
sons for several years. Genuine alli- 
gator is in .brisk demand, .too, al- 





though competition has forced re- 
tailers to put out genuine alligator 
slippers “at a price.” Two instances 
of this were shown this week when 
one Fifth Avenue store advertised 
such slippers at $13.50 a pair, and 
was followed by another store on the 
same street, the next day, advertis- 
ing a similar slipper at $12.75. One 










LEATHER ILLUSTRATED 


A new idea provides for the 
illustration of leather with 
pictures, fancy letters, con- 
ventional designs and the like, 
the illustrations being in col- 
ors. Some inventors have a 
new trick of embossing 
leather with designs in colors. 











They can reproduce on leather 
the cover of a book, even the 
cover page of the Recorder, 
or any other design. When 
leather like that gets around, 
shoes ought to speak for them- 
selves. 





store, which has consistently offered 
alligator shoes, made of large scale 
skins mostly, at $12 a pair has done 
a tremendous business on them. 
Many retailers are convinced that 
the alligator shoe has become a staple. 

Oxford types and plain one-straps 
are leading in the selling at present, 
although Colonial types and even 
strip pumps are reported by some 
retailers to be selling well. 













1 high heel and high arch shoe is yet to be 


The men’s shoe business has been 
a bit slower than the womén’s trade 
in getting into the fall swing. There 
has been comparatively little adver- 
tising of men’s shoes so far this fall 
and promotion work has been con- 
fined mainly to window displays. 

A greater proportion.of black shoes 
for men than usual is moving at 
present. Some of the new button 
oxfords are being called for and the 
slightly higher heels are coming into 
vogue, particularly in high grade 
shoes. The retailers who cater to the 
Park Avenue set assert that there is 
little chance for the extremely high 
heel and high arch shoe to gain vogue 
there, but there is a decided trend 
toward slightly higher heels, around 
9 to 10/8 in height. 


eS BOSTON ae 


Brown a Popular Color 


ALL business is opening well, 

with stores generally reporting 
a good customer response to the 
new styles. One very high grade 
store reports that one straps from 
$7.50 up to $22 have the biggest 
call, and that honors are divided 
between black and brown, with 60 
per cent to the former, and 40 per 
cent to the latter shade; another 
high-grade shoe department reports 
that black and brown shoes are di- 
vided about 50/50 as to popularity, 
and that “sailor,” one eyelet ties, 
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Excelsior Grant Flexated Shoes 


For Your Particular Men Customers 





od 








7 





Style No. 5005—Men’s Imported Tan Calf Blucher 
Oxford. Wales last. Rubber heel. Carried in stock AA 
to D widths. Sizes 6 to 12 Price $5.50 


Excelsior dealers handling the Grant Flexated Shoe for men who demand the utmost in 
comfort, style and quality, gain the satisfaction of added good will and profits that come 
from dealing with this quality trade. You, as an Excelsior dealer, will sell stock shoes that 
are virtually custom-built in fit and service—and at a much lower cost. 


The Grant Flexated Shoe is especially popular because of its three-point suspension that 
strengthens the arches and gives new life and pep to the wearer. Records show that its 
orthopedic feature brings 85% repeat orders. 


Get in step with progress now by supplying this consumer demand in your territory. Send 
in a conservative test order for the Fall styles, and let them help you build up your busi- 


ness for future successes, 


THE EXCELSIOR SHOE COMPANY 


Manufacturers 


PORTSMOUTH, OHIO, U. S. A. 


Style No. 5011—Men’s Golden 
Tan Kid Blucher Oxford. Grant 
Last, Rubber Hee). Carried in Stock 
Style No. 5002—Men’s Golden AAA to D Widths. oes 6 to 12 Style No. 500S—Men’s Imported 
Tan Kid —— Shoe. Grant Last, Price $5.75 Tan Calf Blucher. Harvard Last, 
eel, Carried in stock Styl No. 5003— Rubber oo say Carried in Stock AA 
D Widths. Sizes 6 to pg gy a ee Soe to D Width Price $6.00 
Price $6.50 Style No. 5023—Same as above 
Style No. 5000—Same as- above in Black Kid. “ 
in Brown Kid. 
Style No. 5001—Same as above 
in Black Kid. 
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with dainty bow and medium heel 
have the biggest call; that these 
shoes meet the demand of the flap- 
per and many fashionably dressed 
women who have been wearing plain 
pumps and who want something to 
show almost as much of the ankle 
as did the pump—but also some- 
thing new. Medium grade stores 
report $7.50 to $10 shoes as being 
the best sellers, but the great ma- 
jority of shoe sales to women in all 
of the. stores averages $6. 

In hosiery the new antelope 
shade of “Gnu” or Uribi (another 
antelope shade, which might be also 
correctly described as “autumn 
blond,” or sauterne, is a popular 
seller with brown shoes. 

Brown suede shoes in Hampstead 
or Stroller Tan shades, with har- 
monizing reptile trims, is featured 
attractively. - There is a little call 
in some of the stores for gray suede 
with reptile trims. Alligator, and 
alligator, trims on tan calf, or kid, 
or suede, is in demand. Patent 
leather and water snake in a one 
strap is a good selling number in 
some of the high-grade. stores. 

While the high heel of 18/8 is 
selling in goodly numbers, the big- 
gest call is for the medium heel of 
12/8 to 16/8. A~°charming new 
four eyelet tie model featured by 
one of the exclusive stores had a 
black suede forepart, trimmed with 
black kid, the quarter and heel be- 
ing of black galuchat. 

The men’s shoe business is open- 
ing up satisfactorily. A few of 
the stores are trying out the new 
high arch, high heeled,- shoe with 
eighths as high as ten. This 10/8 
heel model is featured in conserva- 
tive patterns in black and tan. It 
is yet too early in the season, say 
the pioneers selling this line at re- 
tail, to predict its popularity, al- 
though some of the men’s shoe buy- 
ers say that they feel that there is 
a definite place in their stocks for 
this higher heeled shoe for men. 








BALTIMORE 




















Fall Demand Good 


ATENT is still beyond a doubt the 

leading seller in fall footwear. 
Reptiles are also very popular, espe- 
cially in the brown shades, although 
there is an increasing demand for 
the black. A considerable amount of 
patent and reptile leathers are used 
in combinations. Added interest is 
being shown in black suede and in- 
creased buying in this material is 
quite pronounced. Tan kid and tan 


calf are selling spasmodically. One-— 
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strap pumps, opera pumps and ox- 
fords are style leaders, the operas 
gaining daily. The latter is gener- 
ally displayed and worn with buckles. 
Hutzler’s is showing a colonial. with 
a double tongue, 18/8 heel, opera 
last. This shoe appears in patent 
and gun metal tongue, also in satin 
with satin moire tongue, and is 
priced at $12.50. 

At the better stores it is believed 
that light shoes will be generally 
worn until Thanksgiving. At these 
shops, genuine lizard in narrow 
strap pumps with high spike heels 





LIKES TERM “SHOE 
FITTERS” 


And now comes William M. 
Giblin, salesman at the Sulli- 
van. Company, Providence, 
R. L, saying that he disagrees 
with Uncle Dudley in his 
statements contained on “Shoe 
Fitting a Noble Art.” In his 
“Recorder” letter of Sept. 11 
Uncle Dudley said: “A fellow 
out in Los Angeles offers the 
name ‘Shoe Fitter’ as a better 
title than ‘Shoe Clerk,’ but I 
would like to see the word 
‘foot? mixed up in it some- 
how, with the term ‘Foot Fit- 
ers’ coming nearer -to hitting 
the soft spot in my heart.” 

Mr. Giblin says that while 
he is sorry to take issue with 
Uncle Dudley regarding a title 
for the profession, yet he 
thinks that the fellow from 
Los Angeles has the better 
one, with the title designation 
—‘Shoe Fitters,” as the term 
“Foot Fitters” might place 
salesmen in the position of be- 
ing asked to fit all kinds of 
appliances to crippled feet. 
Mr. Giblin adds that he would 
like to hear from Uncle Dud- 
ley further on'this subject, as 
it will certainly instill more 
enthusiasm in the trade. 


























are being shown and are retailing 
up to $30. This material in the tie- 
up oxford will constitute the walking 
shoe for sport or business wear. The 
patent pump with large cut steel 
buckle will be worn with black 
satin, crépe, Chanel red and Valencia 
blue. The always popular black 
satin slipper for dinner wear takes 
the form of a sandal effect with one 
strap and high Spanish heel.. For 
full evening dress colored brocades 
or . black satin with embroidered 
vamps, silver kid heels and trim- 
ming are’ the latest fads. Black 








83 





satins with rhinestone, amber or 
emerald heels will be the high light 
novelties. ~ 

An unusual evening slipper shown 
at Slesinger’s is a gold kid quarter, 
heel and instep sandal with peach 
velvet. vamp adorned in hand beaded 





designs of varied colors. The price 
is $30. 
| ROCHESTER | 





Business Fair 


USINESS in local shoe stores 
has been only fair since the 
first of September. Horse Show 
Week stimulated business somewhat 
during the first week of the month, 
but local stores report business 
rather quiet just now. New fall pat- 
terns are on display in all the shoe 
stores and the public is showing con- 
siderable interest but has not yet 
begun to purchase fall styles. 

Early sales indicate a continued 
demand for black footwear. Patents 
are still the leaders, followed by dull 
kid and black satins. In the men’s 
shops, business is reported to be on 
the up-grade, and men’s shoes are 
moving satisfactorily. 











CINCINNATI 














Business Good 


EAUTIFUL window displays, 
some very much out of the ordi- 
nary, have been the feature of the 
past week in-Cincinnati stores. Sev- 
eral elaborate fall openings have 
been held and they have been well 
attended by throngs who evidenced 
a decided buying mood. The busi- 
ness on footwear, particularly, has 
been good and the better class mer- 
chandise seems to enjoy an im- 
proved favor. Tie and novelty ox- 
ford styles are being shown in a 
profuse variety and getting consider- 
able attention. Children’s shoe busi- 
ness has also been quite satisfactory 
and a gratifying early demand is 
being felt for men’s new oxfords. 
The late vogue of shoes matching 
other apparel is taking hold here ac- 
cording to the opinions of several 
prominent retailers and it is ex- 
pected that the trend will be seen in 
the new idea of embossed calfskin 
to harmonize in texture with the 
pony coats that will be worn this 
winter. Other ensemble _ effects 


likely to come out strong are those 
of matching snakeskin shoes with 
purses and shoes of kidskin in shades 
to match dresses or cloth coats. © 
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| CLEVELAND | 





Trade on Up-Trend 


RADE here in the shoe stores has 

shown an up-trend during Sep- 
tember. Buying of school shoes was 
heavy, much more so than a year ago, 
and all of this purchasing has not 
been completed. Trade in general 
lines has shifted from the hesitant 
state to the vigorous stage. 

Low shoes are being bought to the 
exclusion of high shoes. Men are 
wearing more low shoes and will 
wear them during the winter months. 
Arctics here are probably more popu- 
lar among men for winter than in 
any other American city. 

Black is the popular color with tan 
next. Combinations of colors, black 
and tan and novelties are having 
their usual run. 

The Oxford in all its varied forms 
adds to the attractiveness of the win- 
dows. Dealers here have been fea- 
turing in displays the strictly tail- 
ored Oxford with a medium high heel 
developed in two leathers, or even in 
one, a shoe built on striking slender 
lines. They think it will run all 
winter because women are tired of 
slopping about in opera pumps and 
shank cut sandals in cold, wet 
weather. 

A cocoa brown-black combination, 
with 2% inch high spike Perguia 
heel and new French square toe is 
seen frequently in the displays. A 
patent colt with dull underlay and 
three eyelet tie is another popular 
model. So is a rich russet calf with 
tan lizard trim and in rose beige kid 
leather. 

Pumps are sprinkled plentifully 
throughout the windows. Tan and 
suede with tan calf trim; also black 
suede and black calf trim are popu- 
lar with window trimmers. Models 
in patent and black kid, light weight 
sole, reinforced arch and medium 
rubber heel; patent trimmed in black 
ooze; a two button lattice front, wing 
tips and medium heels in black kid, 
patent and woodland brown are 
shown frequently. 


| CHICAGO | 


Pumps and Oxfords 


UDGING from the windows and 
the advertising of the leaders in 
Chicago’s shoe field, it will be a 
pump and oxford fall. The clean 


straight. lines of opera pumps vie 
with the smart and tailored oxford 


effects in kid and calf and reptile 
effects with streamline trimmings 
to emphasize the tailored effect of 
line and pattern. 

The darker brown of natural alli- 
gator and the same brown in both 
kid and calf are popular, possibly 
more popular in general than any 
other color has been for some time. 
Patent and black are leading, as 
they will always lead, but the dark 
browns are finding much favor 
among the smart folks who seek the 
effect of the costume rather than the 
practicability. 

Business on the whole has been 
good. Sales are showing a very 
pleasing total every day and the fall 
buying is well under way. Fancy 
leathers, mottled effects and reptile 
grains are widely used in the trim- 
mings, heels and slashed trims now 
in vogue, but the prevailing tendency 
is toward simple lines and straight 
cutting. 

The high tongued colonial gore 
model is back in a variety of pat- 
terns and with a low slashed quarter 
dropping the top line of the shoe 
almost to the opera pump line seems 
to be the most favored mode. Even 
with the slightly lowered heel line 
there is a tendency among the most 
favored styles to crease the same 
line of the highest heel in the quar- 
ter and by slightly narrowing the 
toes of the short vamp model a 
“Frenchy” effect is secured which 
seems to be the thing the woman 
buyer seeks. 

The four and five eyelet oxford 
with trimmed quarter and with open 
cut out quarter seems to be the com- 
ing favorite for later fall wear, and 
especially in the patent leathers. 


| MILWAUKEE | 


Fall Business Opens 


USINESS on fall footwear has 
opened up very nicely in Mil- 
waukee stores, although rainy 
weather cut into sales severely last 
week, as. it kept many people off the 
streets. With the opening of schools 
the demand for children’s shoes has 
increased materially, and a steady 
increase in the call for women’s and 
men’s shoes in fall styles is noted 
as the month advances. 

Up to the present, patents main- 
tain their lead in women’s shoes, but 
darker shades of tan and medium 
browns in kid have been showing an 
improvement as the cooler weather 
approaches, One high grade store 
reports that patents and brown kid 
are running about even.in present 
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sales. For dressier occasions, black 
satin has been picking up to a 
marked degree and the store men- 
tioned above has been very success- 
ful with dull leather trimmed with 
steel beaded designs. Weddings and 


.early events in the social season are 


resulting in the first indication of a 
demand for gold and silver kid and 
brocades. Although oxford and tie 
patterns are still playing a fairly 
important part in shoes for street 
wear, the past few weeks have seen 
a definite trend to plain pumps, 
tongue pumps and buckle pumps. 
This is resulting in a revival of 
fancy buckles and sales in this mer- 
chandise promises to rival that of 
last year. 

The tendency to darker shades of 
tan and an improvement in the ac- 
tivity of black indicate the approach 
of fall in men’s shoes. Although 
some dress styles appear in narrower 
toes, the wide and medium wide lasts 
are still favored in local buying. 


=a 


Business on Upward Trend 


USINESS continues on the up- 

ward trend with emphasis on 
the upward. Reports in retail 
stores throughout the down-town 
shoe belt are unanimous in their re- 
ports regarding business that it is 
excellent and the past week in par- 
ticular which ended Saturday, Sept. 
18, showed further progress in the 
increased demand for footwear. 

Comparing the volume up to this 
writing against the same period of 
last year, the evidence in favor of 
the gain looms large for the present 
period. All stores are ahead of last 
September and the margin of in- 
crease is of a goodly proportion. 

The weather aspect has had much 
to do in creating the present brisk- 
ness. Last year September was not 
warm but hot and for this reason 
fall footwear was not showing the 
activity it should have. However, 
this year we have had the cool, 
brisk weather which has tempered 
the inclination of the buying pub- 
lic to a nicety. 

One of the largest operators in 
the retail shoe belt remarked that 
the business this week trebled that 
of last year. There has been no lull 
in the shoe shops during the week 
and the most optimistic viewpoint 
of the situation is that every indi- 
cation points to a betterment. 

Black in the style field still holds 
sway. Nothing seems to challenge 
the supremacy of the shiny leather. 
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FAMOUS 
AMERICAN SHOES 


Made with 
STORM WELT-« DOUBLEDECK 


The shoes illustrated are made by 


CHURCHILL & ALDEN COMPANY 


BROCKTON, .MASS. 


Typical of the Brockton Dis- 
trict, these two well planned 
shoes are rightly timed for 


Fall.and Winter Selling. 


The incorporation of BAR- 
BOURSTORMWELT and 
BARBOUR DOUBLE- 
DECK in these models adds 
the desired touch of ruggedness, 
of solid, sturdy character that 


defines them positively as cor- 


rect for Winter Wear. 


Help your own business by 
separating your Selling Sea- 
sons. Be sure that your 
Winter Shoes not only ARE 
heavier, but that they LOOK 


heavier. 


“STORMWELT™ and 
“DOUBLEDECK" are two 
“Best Sellers’. 





BARBOUR WELTING CO. 
BROCKTON, MASS. 
THE FOURTH IN A SERIES OF “FAMOUS AMERICAN SHOES" 








When writing to advertisers please mention Boot anp SHOE RECORDER 





1926 











September 25, 1926 


BOOT AND SHOE RECORDER 87 


Shoe Factories Now Riding 
Wave of Prosperity 


Plants All Over Country Report Brisk Business 


to come into the producing plants in sufficient quantities to insure close to capacity 


Sie manufacturers have little to complain of in current business. Orders continue 


operations. 


Some plants are setting new high records for daily and weekly produc- 
tion. Throughout the trade there is a demand for better grade footwear. 
and better materials are going into even the cheapest grades of shoes. 


Better style 
In the women’s 


shoe field patent leather continues its leadership, although closely followed by suede, 
which has leaped into popularity. Reptile leathers are still being used generally, al- 


though principally for trimmings. 
most daily, but they all seem to fit in with the present mode. 
is showing decided improvement, with a stronger tendency toward real style. 


Novelty leathers in new versions are coming out al- 


The men’s shoe business 
Many 


men’s factories are working on the new high arch, high heel shoes, but retailers are tak- 
ing them cautiously. However, slightly higher heels for men’s shoes are being demanded. 








BOSTON 




















Plants Continue Active 


EN’S, women’s and children’s 

shoe factories in this district 
continue active. All report “Busi- 
ness very good indeed,” with plants 
running nearer to capacity than last 
year. The first half of 1926 ended 
in a most satisfactory manner, and 
it is expected that trade will con- 
tinue to improve so that the second 
half of the year will show a much 
greater production and distribution 
than recorded for the first six 
months of the year. Extremes in 
styles are not being attempted. 
The new models appearing in sam- 
ple rooms showing better materials, 
better construction and greater re- 
finement of line than those of any 
season for several years. Good cut- 
ters and skilled help are well em- 
ployed. 

Leathers continue to appear in 
new grains, the names and the de- 
scriptions of which would make a 
long list to enumerate. Calf and 
kid form the base for the great ma- 
jority of these finishes, which the 
embosser turns into clever imita- 
tions of reptile, ostrich or baby ele- 
phant, or buffalo grains or other 
“conversions.” Sheep leather is 
used to make some of the willow 
and walnut grains. A visit to any 
of the upper leather sample rooms 
of this city presents an interesting 
study in variety of leather embos- 


sing and colors. Many shoe sample 
rooms decorate their windows and 
interiors with the new skins. 








SHOW ’EM AND TELL ’EM 


“We've got to explain styles 
to ears, as well as exhibit 
them to eyes.” So says “Ed” 
Taylor, the “Style All the 
While Man” of Lynn, after 
completing a trip among big 
cities. 

“We shoe men,” he con- 
tinued, “are up against the 
same problem as the movie 
magnates. They can show 
pictures to the eyes. They 
need a loud speaker to tell 
the story of the pictures to the 
ears. 

“We show fine styles on 
models at our fashion reviews, 
and the eyes of beholders are 
inspired by the beauty of the 
shoes. But we have got to 








find a way to explain the style, 
as well as the fit of the shoes, 
to ears of the beholders.” 
Mr. Taylor frankly says that 
he absorbed this idea while at 
the Petot convention in Colum- 
bus, Ohio, where he heard the 
head of the firm explain styles 





to fitting clerks as shoes were 
shown on models. Mr. Taylor 
adds that he is going to try 
to work out that same idea on 
a large scale at the next style 
show which he directs. 

















LYNN 





Factories Very Active 


T’S harvest time with Lynn manu- 

facturers, for shoes that are 
pretty never were in better demand. 
Factories are very active, and ship- 
ments are going forth in large vol- 
ume. The saturation point for 
novelties seems still far distant. In- 
crease in the number of women who 
wear novelty style footwear is at 
the rate of about 300,000 annually, 
and the per capita buying of smart 
styles is believed to be about twice 
what it was before the war. 

Styles in shoes now outrival 
styles in hats, as the present fash- 
ions are viewed by Lynners. Skirts 
have been shortened and stockings 
have been silkened, and the foot 
power of women has thereby been 
multiplied; whereas hair has been 
bobbed and styles in hats have lost 
some of their attractiveness. In- 
spection of advertisements by big 
city merchants shows that pretty 
shoes now get more publicity than 
do stylish hats. Pretty shoes were 
called millinery styles a few seasons 
ago. Now that term is rarely heard, 
and novelty is the proper word. 

The whirligig of fashion is al- 
ways turning up something new in 
shoes, and as one new style appears 
another becomes old. Suedes, in jet 
blacks and beautiful tones of brown, 
are coming along strong and now 
they are hotly competing with patent 
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Make Two Sales Instead of One by Offering a Variety 
of Types as Well as Styles 


4 


Cynthia 
Patent Leather 
Black Satin 
Spike and Cuban Heels, A, B & C 
Carolyn $4.00 

Patent Leather , : Patent, Trimmed with Pecan Kid 
Black Satin Pecan Kid, with Stroller Tan Kid 
Above in Spike and Cuban Heels 


Black Velvet 
Spike and Cuban Heels, A, B & C Black Ooze Calf, 
Black Flower Calf 


$3.60 Spike only, A, B and C 
Once a customer is in the store, your $4.35 


task is not merely to sell h t sh All Patent Leather 
e ee er wha - Black Velvet, Black Checker Ooze 
If 


asks for, but to make a play for the 


Ca 
; Spike and Cuban Heels, 
extra pair—and the extra profit. pike an uban Heels 


A, B and C 
Black Satin, Black Flower Calf 


If she has a boyish bob, show her Spike only 
these boyish “dogs.” They will take — 
her in style to any of the many out- 

door functions of Fall. 


And, too, here are dressy types which 
are in excellent taste. 


Yours truly, 
Geo. M. Rosen, Gen’! Mgr. 


Chow Airedale 
; : Tan Calf 3-Eyelet Tie, with 
Ton ag ya i 004 Tan Baby Alligator Trim, 1 
e EH 1 . ’ inch Leather Heel—A, B & C. 
noes oye As above, in Gun Metal Calf. 
As above, with 1 inch Heel. $4.00 
As above, in Black Calf, 1 
inch Heel. 
Same pattern, in Tan Calf, 
Balloon Toe. 1% inch Heel. Terrier 
A, B & C. Doggy Tan Oxford, 1 inch 
$3.60 “Wingfoot” Heel—A, B & C. 
$3.60 


MERCHANTS : . SHOE COMPANY 
SHOEKCO. Boston, Mass. 


57 Lincoln Street 
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leathers in some lines. The com- 
bination of copper luster and brown 
suede is regarded by some firms as 
the acme of present shoe styling and 
they are showing beautiful models 
in these two leathers, especially in 
oxford patterns, many of which are 
of designs fresh from Paris. 

Tri-tones, another point of ad- 
yance in color, present a combina- 
tion of three colors in one pair of 
shoes, as, for instance, a vamp of 
patent leather and an applique trim 
of two-toned reptile grain leather, 
or a brown suede vamp, a copper 
luster trim and an ornament, like a 
Colonial buckle, to supply the third 
color tone. These three-tone shoes, 
by the way, are quite a contrast with 
the monotone shoes that have been 
selling, such as the all-black shoes. 

Straps, like shoes, have become 
fancy again, and the simple instep 
straps are now up against the com- 
petition of curving and weaving 
straps and, also, serrated and slotted 
straps and two-tone straps and 
straps overlaid as well as ended off 
with reptile trims. 

Ornaments are many again, with 
the large Colonial tongue and buckle 
designs in the forefront and the two- 
tone rippling bows, showing two or 
more tones of color, coming along 
fast. Even are fancy linings to be 
seen in winter shoes. Indeed, every 
detail of the Lynn shve has been 
touched up with the lively ideas of 
novelty styles excepting the pull 
straps, and these have been elim- 
inated completely. 

A number of Lynn manufacturers 
are eagerly watching heels to see 
whether they will go high or low, as 
well as how far either way. Lately 
sales of 8/8 heels have increased, 
and Lynn makers of leather heels 
have had more business than for 
some time, but yet of no great vol- 
ume. On the other hand, heels for 
dancing shoes are up to 22/8 high. 
Flapper type welts present a vogue 
in footwear that is almost in the 
growing girls’ class. But the smart 
styles are high of heel and high of 
arch and as sweet and snappy in 
style as a cookie fresh from the 
oven. 


| HAVERHILL | 


Rush on Velvets 


ALL temperatures are held ac- 
countable for the rush on velvets 
reported generally in the local in- 
dustry. Several factories are giv- 
ing over their production exclusive- 
ly to velvets, while an increased call 
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on these shoes is reported through- 
out the city. Patent, velvet and kid 
are all in strong demand at present, 
with cutting rooms cutting large 
quantities in blacks. All of the local 
plants are active, the turn, McKay 
and welt plants sharing alike in the 
general prosperity. Turn plants 
particularly are going better than in 
several months. 

The strap pattern holds its earlier 
popularity, with the narrow strap 
effects, largely in one-strap and 
cross-strap design, leading. A few 
anklets are coming in, but not in 
any large volume. 

Employment figures are reported 
the bets since the pre-Easter rush. 
Payrolls are mounting weekly. 
Stitching room congestion, which de- 


racwens CLEANED SUEDE 


New suede leather is vacuum 
cleaned in tanneries. A ma- 
chine brushes up the dust and 
a blower fan pulls it away, 
and the process is much like 
that of cleaning a rug with a 
vocuum cleaning machine. 

Suede leather is made by 
snuffing the flesh side of calf- 
skins with an abrasive wheel, 
and that makes more or less 
dust that settles down into 
the nap of the leather. But 
the vaccuum cleaner pulls out 
the dust and leaves a beauti- 
ful nap on the leather. 





veloped early in the season and 
threatened to seriously hinder pro- 
duction, is largely overcome and the 
fall shoes are going through the 
factories with marked smoothness. 


| BROCKTON | 


Women’s Shoe Output Gains 


HARP increase in the produc- 
tion of women’s shoes to meet 
insistent demands which even have 
surprised manufacturers turning 
out such footwear is the feature 
news note drawing comment in this 
center during the past week. 
Business has been very good on 
men’s shoes, but the orders for 
women’s lines have been coming in 
better. In fact, one manufacturer 


said never in his memory had the 
prospects looked so bright. 

Another banner week in shipments 
was reported from the three city 
centers last week, the total nearly 
setting a new high for the year. 





89 





Steadily increasing production slow- 
ly is wiping out the deficit of 20,000 
cases in this year’s shipments as 
compared to the figures for the cor- 
responding eight months last year. 

A good many blacks will be worn 
this fall and winter, judging from 
the large amount of such leather cut 
this week. And all of this demand 
isn’t for milady’s lines, either. A 
striking pattern shown for women 
is a soft calf with a patent tip and 
patent tongue, the whole set off by 
a dull steel gray buckle. Some 
dainty novelties are demanded, but 
the call just now appears to be for 
fewer straps and more pumps. 
Buckles and ornaments are more 
artistic than ever, and cord lacings 
are making neat embellishments for 
styles for afternoon wear, particu- 
larly in the many shades of tan. 

There still is insistent call for tans 
for young men, and the new heels, 
somewhat higher than the squat 
brogue patterns of the past few 
years, are taking well. Light calfs 
still hold well, but there are many 
calls for darker shades too. Ten- 
dency toward narrower looking toes 
is noted in the orders. 


CINCINNATI 





Market in Healthy Condition 


HE Cincinnati wholesale shoe 

market is without a doubt in the 
healthiest and most vigorous condi- 
tion it has been for five years. 
Every plant is operating at top blast 
and striving to the utmost to meet 
schedules. The general tone in re- 
gard to a continuance of this pros- 
perity is optimistic. The year will 
unquestionably finish in an excep- 
tionally creditable manner but great- 
er importance is attached to the 
widespread belief that next year will 
start off well at least. 

Greater demand is being felt for 
the finer grade of merchandise and 
fortunately, anticipated, Cincinnati 
is doing very well on deliveries and 
developing further the recognition 
that this market can serve the full 
needs of the stores. 


| ST. LOUIS | 


Business Advancing 


HE situation in the St. Louis 
_wholesale market continues to 
show an advancement in business 
and no apparent let-up in the de- 
mand for footwear. One of the 
biggest of the general line houses 
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“My, hasn’t he changed!” 


Even during the short space of a 
week, the growth and increasing ac- 
tivity of a baby is very perceptible. 


As a class, babies consume more 
shoes than any other footwear 


group. 


Those impelling reasons are largely 
responsible for the profitable busi- 
ness so many merchants are doing 
in Baby Shoes. The other fac- 
tor, which actually insures success, 
is that a dealer carry a good assort- 
ment of Mrs. Day’s Ideals—the 
most complete line of Baby Shoes 
on the market. 


We-will gladly send you 
a copy of the catalog 


Mrs. Day’s Ideal Baby Shoe Co. 


Danvers, Mass. 


BOSTON 
12 West St. 


CHICAGO 
325 W. Jackson Blvd. 


NEW YORK 
387 4th Ave. 


“Not made to a price—but a perfect product.” 
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announces they are making gains 
each day during September and ex- 
pect to finish the month with a sub- 
stantial increase. This in spite of 
the heaviest shipments in the his- 
tory of the company in 1925. An- 
other house of huge proportions 
stated through its general manager 
that their greatest difficulty at pres- 
ent was to secure enough shoes to 
meet their customer requirements. 

Unquestionably 1926 will be the 
greatest year ever for the St. Louis 
shoe manufacturers. 








| MILWAUKEE 





Production Increased 


EPORTS from Milwaukee shoe 
factories indicate that the fall 
season is in full swing and that con- 
ditions generally are very favorable. 
Orders on fall merchandise are com- 
ing through at a very good rate, 
keeping everybody working at a high 
rate of speed to keep ahead of the 
game. Factories making men’s 
popular priced dress shoes are stead- 
ily increasing production, but they 
are at present having difficulty in 
filling orders on time because of the 
large volume of business already 
booked this season. 

In men’s shoes, the wide and me- 
dium wide lasts are still favored. 
There is a marked trend to darker 
shades of tan, and black has been 
picking up considerably during the 
past few weeks. Embossed and 
grain leathers are showing up espe- 
cially well at the present time. 

The women’s business remains 
about the same. Reports are very 
favorable, and little marked change 
in the trend of styles or materials 
has been reported during the past 
few weeks. Patents are still very 
important, but darker shades of tan 
have been worthy of some mention. 
Satins are in better demand than 
they were a short time ago. 


Shoemen Inaugurate 
Bowling League 

St. Louis.—Ten teams composing 
the Shoe Retailers Bowling League 
made their début on the Rogers 
Recreation Alleys, Tuesday evening, 
September 14. The inauguration 
was 100 per cent each team being 
represented by its full quota of 
bowlers. 

The movement has met with much 
enthusiasm in the down-town shoe 
belt this being the first attempt of 
any sort for a get together among 
the employees of the shoe stores. 
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New Shoe Firm in Brooklyn 


NEW YORK.—Julius Tull, who re- 
tired from the shoe manufacturing 
firm of Heim & Tull several years 
ago, has reentered the business with 
M. A. Gordon, and the two have es- 
tablished the new firm of Tull & 
Gordon, making his grade shoe to 
retail at $10 and $12, with factory 
and sales office in the old S. Weil & 
Company’s building on De Kalb Ave- 
nue. 

The plant is being equipped with 
new machinery and soon will be in 
operation. Its initial producing ca- 
pacity will be around 600 pairs of 
turn shoes daily. 

Mr. Gordon, for the past four 
years has been general representa- 
tive and sales manager for the El- 
bee Shoe Company of Brooklyn. 








FAST FASTENINGS 


“Even fastenings of shoes 
must be fast, the same as 
styles,” says “Tom” Welch, of 
Mitchell, Welch Co., Lynn. 
“Flappers of today want shoes 
that go on with the flip of a 
foot, and in the twinkle of an 
eye, and that will hold on like 
a bull dog grabbing a bone. 

“So we are making a spe- 
cialty of fast fastenings, to 
save the time of busy flappers. 
For instance, we have the new 
fastenette, the interlocking 
links that fasten up the strap 
of a pump in a jiffy. Besides, 
these fastenettes permit the 
adjustment of straps to in- 
steps, high, medium or low to 
the hundredth part of an 
inch.” 























H. B. Burgess Dead 


ROCKLAND, Mass.—Horatio B. 
Burgess, for more than 35 years em- 
ployed by the Rice & Hutchins Shoe 
Co. of Rockland, most of that time 
as buyer of sole and upper leather, 
died at his home Sept. 11 after a 
short illness. He long took an active 
civic interest. and had served as a 
member of the fire and police de- 
partments. He leaves a wife, three 
sons and three daughters. 


Rogers Buys a Factory 


SALEM, Mass.—Robert Rogers, a 
shoe merchant, has bought the shoe 
factory on Canal St., that was occu- 
pied by Bell Bros. Shoe Co. before 
they moved their business to Maine. 
Mr. Rogers is remodeling the fac- 


tory. 


Shoe Buyers’ Show 
Jan. 10-12 


BostoN—The Boston Shoe Buy- 
ers’ Show, which will be held in the 
big ballroom of the Copley-Plaza 
Hotel, Jan. 10-12, 1927, will feature 
75 attractive models, showing the 
1927 spring footwear styles of 100 
leading manufacturers. Cecille 
Wood, well-known fashionable dress 
designer of New York, will costume 
the show, which will be staged by 
Ned Wayburn of New York. The 
Hotel Savoy Orchestra of London, 
with the original first string play- 
ers, will furnish the music. The 
foyer of the Copley Plaza ballroom 
will be given over to the exhibits of 
several of the leading leather and 
allied lines. 

Luncheon will be served to all 
shoe buyers each evening by the New 
England shoe manufacturers. After 
the luncheon, from five to seven each 
evening, shoe buyers will be enter- 
tained until 8.15 p. m., when the style 
show commences. Between the first 
and second parts of the production, 
acts from the leading theaters will be 
introduced. The entire production 
will be under the personal direction 
of Eugene A. Richardson of “The 
Shoe Buyer.” 


Sees Continued Prosperity 


NEw YorK.—Edward M. Salomon 
of Salomon & Phillips, importers of 
novelty leathers, has just returned 
from Europe with unbounded faith 
in the prosperity of this country. 
Economically, he said, this country 
is far ahead of Europe and will con- 
tinue to hold the lead as long as 
employers and employees show the 
cooperative: spirit they do at present 
and as long as the average working 
man here continues to make high 
wages and maintain a high standard 
of living. 

Mr. Salomon, after viewing the 
style tendencies in Europe, believes 
that conservative reptile effects in 
footwear leathers will continue good, 
principally for use as trimmings and 
quarters. In reptile effects, lizard 
will predominate. He called atten- 
tion to the dark blue and wine 


shades, which are now in vogue, both 
abroad and here and feels they will 
carry through the winter season. 
Looking toward spring he sees a 
strong demand for colored morocco 
leathers for quarters and trim, with 
vamps of light kid or calf. 
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We have specialized 
in the manufacture 
of storm and hunting 
boots for over twenty 
years. 














1630—Black full grain Elk upper. Double 
Uskide sole, Cadet last. Full white waterproof ~ 
welt around heel. $6.00 


YOUR MARKET 


Your market for Murphy Service Shoes is as broad as the government 
census list of occupations. Every man who works and walks bows to 


the dictates of neat appearance. 


Being a uniform product—the result of carefully selected material and 
standardized manufacture—the Murphy line stands out not only for 
comfort and wear, but also for style and appearance. 


J. D. MURPHY SHOE CO. 
NATICK, MASS. 


3580—Tan Elk Blucher tip, - 3333—Moccasin type Blucher 
semi-soft toe, Munson last, perry, chocolate Elk upper. Munson 


double oak soles, Wingfoot heel, | ister <a last. Double Uskide sole, white 
double stitched. $3.35 | \ waterproof welt to heel..$3.25 


3338—Black Blk 
3359—Black Elk, Cadet last 
double oak soles $3.25 
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Wm. M. MacArthur 
Supervisor of Exhibits 


John S. Kent, Jr., 


Director of Men’s 
Division 


What “Everybody” Should Wear 


Complete Wardrobe of Footwear to Be Shown 
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Wm. B. Nash, 
Style Show Director 









Miss Mollie F. 
Hurley 


Assistant Director 





Public at Big Brockton Fair 


HE Brockton Fair shoe style 
show, from Oct. 4 to 9, is to 
be conducted on the most 
magnificent scale since its incep- 
tion. 

Carrying out the seasonal effect, 
the background will be a fall sky 
set off by birches, and against a dis- 
tant hill will be a log cabin and 
windmill—the Mill of Style—show- 
ing which way the style wind is 
blowing. In such an appropriate 
setting, more than thirty adult 
models and as many children will 
demonstrate the latest modes in 
footwear for all ages for every oc- 
casion. 

Two distinct departures are 
planned this year. The first and 
most important will be the stressing 
of particular types of shoes for 
certain occasions. While this idea 
will be carried out in the general 
promenade of models, it will be 
particularly emphasized in a grand 
finale of each day’s performance 
through the medium of gorgeous 
cloaks in which all the models will 
make their entrance. Each will 
wear a particular type of shoe. At 


a given signal the cloaks, all simi- 
lar, but in a dazzling variety of 
hues, will be discarded, and each 
young man or woman, as the case 
may be, will appear in sport, walk- 
ing or evening apparel as the shoes 
worn demand. 


Another big feature will be a 
large booth display showing “What 
a Gentleman’s Wardrobe Should 
Contain.” Three groups will be 
depicted as follows: What the 
student should have in his ward- 
robe for clothes and shoes; what 
the midddle-aged man should have 
and what the more mature gentle- 
man should be provided with. This 
feature has occupied much of the 
attention of John S. Kent, Jr., and 
is planned to educate the public on 
the need of having shoes for every 
particular type of apparel. 

Still another distinct novelty will 
be the “Children’s Hour,” original 
with the Brockton Fair shoe show. 
This display of misses’ and youths’ 
shoes and clothing will be sched- 
uled every day from 4 to 5 in the 
afternoon. Miss Mollie F. Hurley, 
director of dancing, will be in charge 
of this portion of the program. 

Another novel display will be the 
Rice & Hutchins exhibit of their 
model shoe factory of more than 
fifty years ago. A young miss 
dressed in a costume of that time 
will be on hand to guide visitors 
through its historic setting. 

The Stetson Shoe Co. of South 
Weymouth will present a style show 
all of its own, and it has made res- 
ervations for the runway for defi- 
nite periods. 

From thirty to forty factories 





will show their products—concerns 
which during the past year turned 
out more than 30,000,000 pairs of 
shoes. This output represents the 
work of a family of approximately 
50,000 associates and operatives. 
The committee is making an appeal 
to every one of these workers to do 
their part in impressing on the pub- 
lic the style and exceptional work- 
manship of the product. 


HE personnel of the committee 
responsible for the show this 
year is as follows: Frank E. Packard 
Geo. E. Keith Co., general chair- 
man; John §S. Kent, president of 
Brockton Shoe Manufacturers’ As- 
sociation, honorary chairman; Will- 
iam B. Nash, W. L. Douglas Shoe 
Co., style show director; Mollie F. 
Hurley, dance creator, assistant 
style show director; George M. 
Rand, Tolman Print, Inc., decora- 
tions; John S. Kent, Jr., M. A. 
Packard Co., men’s shoes; Charles 
R. Storey, women’s gowns and ac- 
cessories; William H. Scanlon, 
men’s clothing and accessories; 
Frank M. Bump, secretary and 
treasurer; W. W. MacArthur, 
Mawhinney Last Co., supervisor of 
shoe exhibits; Frank E. Cobb and 
Miss A. L. Glidden, advisory; A. 
Scudder Moore, electrical effects, 
and J. Frank Beal, music. 
These manufacturers will have 


[CONTINUED ON PAGE 102] 
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JN accordance with the advance color selections of the 
Shoe and Leathér Style conference committees we 
offer the following shades for Spring and Summer 1927. 


A. | i 


Pastelle Parchment 
Stone 

Rose Blush 

Shell Gray 


Stroller Tan 














Hamstead Brown 


In 


New Castle id 


Loveliest of Leathers 


New Castle color leadership is again signalized by 
these shades produced on “the choicest raw stock 
that grows” and processed by the refinement of 
tanning skill. 


NEW CASTLE LEATHER COMPANY 
NEW YORK 
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“NO: madam, we cannot 
get any more of those 

shoes. The factory is shut 

down on account of strike.” 


O RETAILER who orders UNION-MADE shoes ever loses sales on 
this score. His business is never hurt by the stoppage of deliveries, 
caused by strikes. | 


For the essence of the Boot & Shoe Workers’ Union contract with shoe 
manufacturers is peaceable arbitration in place of strikes. 


If the shoes you are ordering come from a factory operating under contract with 
the Boot & Shoe Workers’ Union, they should bear the Union Stamp, either on 
the sole, the innersole, or the sock lining. 


T&S ; 
Look for the Union Stamp WORKERS UNION BOOT Stea 


—it is your protection against inter- 
rupted deliveries and your guarantee of UN _246 Summer Street, Boston 
patronage from trade unionists and their _?  giBMated with the Américas 

families and friends, Federation of Labor 














Corts Lovety Cc. L. Bare 
General President : _ General Sec’y-Treas, 








Shen eerlting 40 edvertitere please. cention. Boor ane Suey. Racoasen 

























Modeled over Medium and 
Short Vamp Lasts 
10/8 to 18/8 Heels 


NEW YORK CITY 
Mr. Schnedier, 907 Marbridge Bldg. 
OAKLAND, CAL. 
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“Odette” and ‘‘Madelon” 
“Odette” Another Winning Pair 


of Fashion Favorites, Created and Pro- 
duced by SHERWOOD—Available in 


all materials now in vogue 


The “Odette” has a very clever 
buckle fastening, quite new and 
attractive, and easily adjustable. 


“Made the Sherwood Way!” 


SHERWOOD SHOE CO. 
ROCHESTER, N. Y. 


CHICAGO 
Mr. Le Pine, 1618 Republic Bldg. 


Mr. Kushins, care Roos Bros. 


i 

















Modeled over Medium and 
Short Vamp Lasts 
10/8 to 18/8 Heels 





PHILADELPHIA 
Mr. Schoell, 119 So, 4th St. 


LOS ANGELES, CAL. 
R. L. Wall, Lankershim Hotel 








$$$ 





STERIC 


JOG SOX 
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We'll Be There! 


AT THE BROCKTON FAIR 





Pr feather Lady 


Visit our booth and see the latest in shoe 
trimmings and strippings of leather and 
Tufskin as well as plain and tutone Biwelt. 
We feel sure you will profit by seeing this 
display. 


HAMILTON-WADE CO. 


BROCKTON, MASS. 
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In New York 
‘2.2 per day 
GOES A LONG WAY 


NEW YORK is just as expensive as you make it! 
You enjoy genuine comfort and the utmost in 
convenience for as low as $2.50 per day when you 
stop at the Hotel Martinique. 

Located in the heart of the city, the Martinique 
offers to every discriminating traveler the oppor- 
— to live right at the right price while in New 

or 

Please investigate Martinique 
Service. It’s worth your while 
—and we’re more than anxious 
to prove that the Martinique 
really offers “The Best Without 
Extravagance.” 


A. E. SINGLETON 
Resident Manager. 


2 
ear SB HOTEL 
Scene MARTINIQUE 


Affiliated with Hotel McAlpin 


BROADWAY—32nd to 33rd STREETS. 





NEW YORK CITY 



















Sept 
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One of a series of 
Popular Numbers 
for 1926 
Diamond Brand Visible 
Fast Color Eyelets preserve 
the smooth Style lines of the 
pte +s ttrmer rato @ urs year without doubt, the oxford, with higher heels, 
prince — slender lines, more elegant materials, is cast for a greater 
role than mere sport and street wear — the more-formal 
occasion. Faultless in minor details, the new lightweight 
GOoDYEAR WELT oxfords are of course finished with 


matching Diamond Brand Visib/e Fast Color Eyelets. 
Look for the Diamond <> Trade Mark 


UNITED FAST COLOR EYELET COMPANY, BOSTON 
Manu fatturers of ee 


- 
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FOR MEN I 
(P) M. A. PACKARD CO., Makers (P) 
BROCKTON 





Shoes of 


NETTLETON 


A. E. NETTLETON CO. 
H. W. COOK, President 


Syracuse, N. Y., U. S. A. 
MEN’S FINE SHOES EXCLUSIVELY 


Worth 











Stacy Adams Co. 
Manufacturers of 


MEN’S FINE 
SHOES 


Brockton, Mass. 








Richards & Brennan Co. 





rae B..., Suoe 


WHITMAN, 


gerne Ser: 


gy 


MASS. 








Koons 


FOR MEN 


Carried Stock 


11 Seuth Streee 
Besten 


ceroteTon 
Boor a 5 & SHB 
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—— Hoan & SHOES oe 


BROCKTON, MASS 
Address all communications to the factory 
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A “Trade at Home” Message 





The sign the retail merchants of Shreveport, La., 





have 


placed on top of the building at the most prominent ccrner 


in Shreveport. 


This sign is in such a position that it can 


be seen by practically everybody passing on the more im- 
portant thoroughfares 








Elect Boston Show Officers 


BostoN—The stockholders of the 
New England shoe and Leather 
Expcsition and Style. Show, Inc., 
sponsors of the annual Boston Shoe 
and Leather Fair, held their annual 
meeting at the rooms of the New 
Engiand Shoe and Leather Associa- 
tion, here, on Wednesday, Sept. 15, 
and elected a treasurer, secretary 
and board of directors to serve dur- 
ing 1926-27. 

President Everett Bradley of 
Haverhill, whose splendid work 
helped to make so successful the 1926 
Fair, presided, and gave a brief re- 
sumé of the results of the July 
observance. The financial] results of 
the 1926 Fair showed a satisfactory 
balance over expenditures. 

Buford H. Jones of Boston, Chair- 
man, reported for the exhibits com- 
mittee, and George B. Hendrick of 
Brockton, Chairman, reported for the 
publicity committee. 

Buford H. Jones presented the 
report of a special committee ap- 
pointed by the directors to prepare 
a tentative plan for the July, 1927, 
Boston Fair, to be held in a hotel 
rather than in Mechanics Exposition 
Building. This: report was unani- 
mously accepted and the incoming 
Board of Directors given full author- 
ity to carry out details. 


Officers Elected 


On recommendation of the nomin- 
ating committee, Charles T. Heald 
of South Weymouth, chairman, the 
following officers and directors were 
unanimously elected: 


Treasurer, Charles C. Hoyt, Na- 


tional Fabric and Finishing Co.; 
Secretary, Thomas F. Anderson; 
Directors, F. Douglas Armstrong, 
A. M. Creighton Co.; Charles Ault, 
Ault-Williamson Co.; Albert F. Ban- 
croft, Bancrceft-Walker Co.; Evereit 
Bradley, Hazen B. Goodrich & Co; 
William H. Bresnahan, Bresnahan 
Shoe Co.; 
Pfleger Tanning Co.; Charles T. 
Cahill, United Shoe Machinery Cor- 
poration; T. E. Cunningham, F. M. 
Hoyt Shoe Co.; Alfred W. Donovan, 
Kk. T. Wright & Co, Inc.; Charles T. 
Heald, the Stetson Shoe Co.; Buford 
H. Jones, Thomson-Crooker Shoe 
Co.; Paul O. MacBride, Milford Shoe 
Co.; Walter I. Perry, Bliss & Perry 
Co.; Burt W. Rankin, Hunt-Rankin 
Leather Co.; Edric R. Taylor, Mc- 
Nichol & Taylor Ce. Resolutions of 
hearty appreciation. were unanimous- 
ly passed and tendered to President 
Everett Bradley and to the members 
of the various committees and chair- 
man of the 1926 Boston Shoe and 
Leather Fair. 

At a meeting of the new board of 
directors, to be held shortly, a presi- 
dent and three vice-presidents, will 
be chosen. The date of the 1927 Fair 
will also be decided upon: 


Tanning Box Toes 


SALEM, Mass.—The Crystal Sole 
Tanning Co. has fitted up a factory — 
for tanning leather and cutting it up 
for making leather just for box toes. ~ 

It is said that this is the only shop _ 
that tans leather solely for box toes. 
It furnishes another illustration of 


> % 


specialization in the leather 1 
footwear industry. 3a 
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When ground was broken for the 
new Menzies Shoe Co.’s factory at 
Cookesville, Tenn., recently, the town 
declared a holiday and leading citi- 
zens, including the Mayor, took part 
in the ceremony, which is pictured 
above. 

Those in the front row of the 
photograph are, from left to right: 
Mayor Hensley; H. S. Hargis, 
Cookesville banker; A. G. Maxwell, 
chairman of the shoe factory com- 


Breaking Ground for New Menzies Factory 
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mittee of the town (wielding the 
shovel) ; S. D. Nichols, president of 
the Menzies Shoe Co.; Jerry Whit- 
son, the oldest resident of Cookes- 
ville (with the pick); A. D. Massa 
and W. M. Shanks. 

The erection of a branch factory 
in Cookesville is in line with the 
Menzies policy of establishing 
branch producing units in different 
parts of the country. Work shoes 
are to be made in Cookesville. 








Bryson Retiring 


St. PAUL.—After a career of many 
long years in the shoe game during 
which he never missed a pay day 
since he was 14 years old, David D. 
Bryson, for the past six years man- 
ager of the Schuneman & Evans, 
Inc., women’s shoe department, plans 
to retire when this store and Mann- 
heimer Brothers are consolidated 
Oct. 1. “I hope to get away just 
as soon as they can spare me,” Mr. 
Bryson said. “I feel that I have 
earned a good vacation.” And just 
as soon as he can get away, Mr. and 
Mrs. Bryson are going to their fine 
new all-weather cottage on a lake 
shore in Pine County, Minnesota, 
where he and a couple of friends own 
some 300 acres of lake shore proper- 
ty. Mr. Bryson is going to superin- 
tend the woodsmen in clearing out 
from the fine timber on his property 
of trees that can be spared and 
turned into railroad ties. Event- 
ually, Mr. Bryson said, he expects he 
and Mrs. Bryson will turn up at 
Cleveland where three of their grown 
children live. Before going with 
Schuneman & Evans, Mr. Bryson 








was for 16 years with Sorosis but 
before that was in the shoe game. 
He has been a leader in the North- 
western Retail Shoe Dealers’ Asso- 
ciation. 


Big Fall Trade Expected 


BosTton.—H. N. Kramer, case lot 
shoe buyer for F. Labovitz & Son, 
Duluth, Minn., who conducts a gen- 
eral shoe department in the base- 
ment of this department store, came 
to this city last week on a buying 
trip. This was Mr. Kramer’s first 
visit to “The Hub.” He started as 
shoe salesman for the house of Labo- 
vitz about 14 years ago, when but 
17 years old;. he was later promoted 
to the position of assistant buyer and 
manager, and is now in full charge 
of the department. He states that 
he is looking forward to a big fall 
trade. He also says that ties are 
popular in his city. 

He states that F. Labovitz & Son 
will soon move into larger quarters 
and will occupy a six-story building, 
where the shoe department will have 
about 75 per cent of the basement 
floor space. 

















HENRY LILLY CO. 
88-90 Reade St. 


AUCTION TRADE SALES 
of 


SHOES and RUBBERS 


Every Wednesday and Friday 






New Yerb 








HAND TAILORED 
HAND LASTED 


Bion F-REYNOLDS Com. 
BROCKTON, MASS. 








STOCK DEPT.5 


SNAPPY 
ACTION! 


SNAPPY 
STYLES’ 


“They've Cot to Be Stetson 
te Be Snappy” 


THE STETSON SHOE CO., Inc. 


Seuth Weymouth, Mass. 









































































REGISTERED 
pats 
RED BLACK PPTAN 








Swan Shoe Co., Baltimore, Md. 








PARISTYLE FOOTWEAR MFG. CO., INC. 
41-45 Washington Ave., Brook! N.Y. 
New York Office, Room 11/16, 1328 B'way. 
HIGH GRADE TURN MULES and D’ORSAYS 
Satins, Kids, Brocades and Fancy Patterne. 

$24.00 per doz. and Up. 








i2ST-EVER SILPPER CO., Inc., BROOKLYN, N. Y. 








Novelty Slipper Co. 
Makers of 
Boudoir Slippers ef the 
Better Kind 


121-181 West 19th Street 
New York City 














PULLMAN TRAVELING SLI 
better*than ever in Quality and fit 
nownery of Trade Mark Aillmen’ 


MADE ONLY IN GENUINE 
GLAZED KID 
Colors—Black and Brown 


full sizes 3 toll in Stock 


pwnenc’ GUSTIN So. 








Brass Bros. & Feinroth, Inc. 
52-56 Garden St., Brooklyn, N. Y. 
Neovelty | he eh te for the 
Exclusive Trad 


Samples on aunade'. 4 
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Harris W. Fleming Is Dead 


The late Harris W. Fleming 


BrocKToN—Harris W. Fleming, 
.for many years secretary and one 
of the directors of the Churchill 
& Alden Co., died suddenly on 
Wednesday noon of last week, at 
his summer home at Hyannisport, 
Mass. His funeral took place on Sat- 
urday, Sept. 18, from the Sampson 
Funeral Home, the Rev. Russell 
Eaton, pastor of the Church of the 
New Jerusalem, officiating and was 
attended by many of the trade. The 
body was taken to Natick, his native 
town, for burial. 

Mr. Fleming was graduated from 
Dartmouth College in 1905, and was 
a member of the Phi Kappa Psi 
fraternity. For twenty years, he 
was associated with the Churchill & 
Alden Co., occupying various execu- 
tive positions. He retired from this 
company on Jan. 1, 1926, and since 
that time had been considering other 
lines of business, planning to take 
up work after his summer vacation. 
He leaves a wife and a son and 
daughter, a mother, and brother. He 
was a prominent Mason; also a mem- 
ber of the Commercial Club, the 
Brockton Country Club, and the 
University Club of Brockton. Frank 
S. Farnum President of the Churchill 
& Alden Co. paid his former associate 
the following tribute: 

“Since he retired from our com- 
pany he has been greatly missed by 
the entire organization and by my- 
self in particular. I have enjoyed this 
companionship which our business 
relationship made possible and his 
clear understanding of what was tak- 
ing place in the industrial world was 
of great help; the happy, optimistic 
way in which he cooperated in meet- 
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ing new problems was very stimulat- 
ing during the most depressing 
periods. 

“Always alert, energetic and am. 
bitious, he never forgot the other 
fellow should also have his oppor. 
tunity. He kas left an indelible 
mark of helpfulness on all those with 
whom he came in contact.” 


Store Celebrates 45th 
Birthday 

CLEVELAND.—R. H. Fetterman, 
well-known retail shoe merchant of 
this city, and for 30 years a member 
of the RECORDER’S family of readers, 
celebrated last week the forty-fifth 
anniversary of his business. He 
opened the doors of his first store at 
140 Superior Avenue, N. W., in 1881, 
after serving three years of appren- 
ticeship as a retail shoe salesman at 
Weber’s Shoe Store. He. later fol- 
lowed his customers, moving his store 
several times, until in 1908, he 
reached his present location at 8614 
Hough Avenue, N. E. 

His trade comes to him from a 
wide radius of territory, because 
they like R. H, Fetterman, and his 
service, who at 66, is as hale and 
hearty, and as up-to-the-minute with 
shoe styles as he was 45 years ago, 
One of his old friends recently hand- 
ed Mr. Fetterman an old-fashioned 
match safe on which was inscribed— 
“Compliments of R. H. Fetterman, 
Leading Shoe Dealer, 10 Euclid 
Avenue, Cleveland, 1893.” It was 
during this “big panic year,” also, 
that he stimulated trade by naming 
a gaiter after Amelia Groll, the 
prima donna of the then popular Ger- 
man Saengerfest, “over both of 
which the women of this community 
went wild,” writes Mr. Fetterman. 


L. I. Woodbury Is Dead 


Norway, Me.—L. I. Woodbury, 
who for many years sold the whole- 
sale jobbing and chain store trade 
of the country for the Norway Shoe 
Co. of this town, was taken suddenly 
ill in Syracuse, N. Y., on Wednesday, 
Sept. 15. He was removed to his 
home in Beverly, Mass., and passed 
away on the evening of Sept. 16. The 
cause of his death was heart trouble 
The funeral took place from Beverly 


on Sunday, Sept 19, and was attend= 


ed by many members of the t 
Mr. Woodbury was 61 years of 
He leaves a widow and m 
daughter. 
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F. J. Bowne Is Dead 


Utica, N. Y.— Frederic J. Bowne, 
for many years interested in the 
wholesale shoe business of this city, 
died on the evening of September 
14, at his home here after an illness 
of about seven months. Mr. Bowne 
was born in Westchester, New York, 
February 3, 1870. In 1891, he com- 
menced work for the wholesale shoe 
house of Tallman & Hurd, which 
later became the Tallman Boot & 
Shoe Co., serving as office manager 
and treasurer of the last-named cor- 
poration. In 1896, with Fred E. 
Gaus, he organized the Bowne-Gaus 
Shoe Company and was President. of 
this concern from its inception until 
1925, when the business was sold to 
the Hubmark Rubber Company of 
New York. In 1898, he became 
president of the Stitville Canning Co. 
and continued in this business until 
his final illness. 

Mr. Bowne was a member of the 
Middle States Shoe Wholesalers As- 
sociation, and for three years served 
as its President; he was a member 
and director of the Utica Homestead 
Aid Association; and a member of 
the Utica Chamber of Commerce. 
During the World War, he held vari- 
ous commissions; he also served as 
recruiting officer and was a member 
of the National Guard. He served 
his city as an alderman; was a mem- 
ber of the Utica City Lands Com- 
mission; a former Vice-President of 
the Utica Curling Club, and a mem- 
ber of the Utica Fish and Game Pro- 


tective Association. He leaves a 
widow, and three children, two 
daughters and one son; also two 


married sisters. 


Charles O. West Dead 


New YorK—Charles O. West, one 
of the best known men in the shoe 
trade in this city and who has occu- 
pied the position of manager of the 
New York branch of the Thomas G. 
Plant Company, died Sept. 14, at 
Hillside Sanatarium after a linger- 
ing illness. 

Among his associations in his 30 
years in the shoe trade were Clark- 
Hutchison, Ludy & Curry, West & 
Jordan, Claflin & Thayer and others. 
Mr. West was 58 years old and was 
born in Brooklyn. Surviving him are 
his widow, a son, Kenneth and a 
daughter, Dorothy. He was a mem- 
ber of the Hudson Valley Lodge, 
F. & A. M., Newburgh, N. Y., and 
a member of the Belle Aire Goif 
Club. The funeral services were held 
Friday evening and interment took 
place Saturday morning, Sept. 18. 
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Gene Rivers on Trip 





Gene Rivers, who travels Penn- 
sylvania and West Virginia for 
the Churchill & Alden Co: 


Gene Rivers, popularly known 
among the trade in Pennsylvania 
and West Virginia as the “Speed 
King,” left for his territory Sept. 
20. He is with the Churchill & Alden 
Company, Brockton, Mass., makers of 
“Ralston Smart Shoes for Men.” He 
says, “I have the snappiest line of 
$5 to $10 retailers ever carried.” 

Gene has been with the Ralston 
people for many years. His amiable 
personality and thorough knowledge 
of the needs of his trade make him 
a welcome visitor to his many cus- 
tomers. He is looking forward to 
his best season yet. 

All the other salesmen are now in 
their territories and working hard. 
Business looks better and “results,” 
say they, “are proving that the 
‘Ralston’ line is well and favorably 
known.” 


Denver Men Plan Trip 


DENVER—The next trade trip of 
Denver business men will be to New 
Mexico and Texas, according to 
announcement made by D. W. 
Thomas, secretary of the agricultural 
and live stock departments of the 
Chamber of Commerce, who has 
charge of this, as he has had of 
other business journeys. The sched- 
ule calls for leaving Denver in a 
special train of Pullmans, with a 
diner and baggage car, over the 
Santa Fe Railroad, Oct. 3, returning 
to Denver Oct. 9. Denver wholesale 
shoe men are planning on making 
the trip, feeling that the district to 
be visited is a rapidly growing one 
and a field of interest to Denver busi- 
ness men. 














LYONS AND COMPANY 


Hand Turn BALLETS 
Wo's. Miss’. hd's 
$1.50 $1.45 $1.40 

Also Hard Toes 
IN STOCK 


Send for Sample 
128 Duane St. 
New York, N. Y. 
















EW ALLETS 


and 
improved 
Tee: Child's $t.: EE 











BALLET men Be STOCK 
of the unusual kind 

8102 Bik. Glazed Kid, Soft Tee 

Child's 6 te 1161.55 

Misses’ 11, te 2— 1.40 

Women’s, 









SCHWAKTZ & HERDER, inc. 
Ballet facture 
241 No. 11th Street - Philadelphia, Pa. 














Right and Left Ballets—In Stock 
oan Ladies — ies 7™—$1.40 
Bench-Made 


Child’s—7 to 11—81.20 
Misses’ and Ladies’—11% to 7—81.25 


MANHATTAN FINDING CO. 


Misses’ and 








145 West Broadway New York 
IN STOCK 
BLACK BALLET SLIPPERS 


Ladies’ 
$1.25 pr. 
Misses’ 
$1.20 pr. 


. 


Childs’ 
$1.15 pr. 


147 Soca Nes York i N. Y. 



































































: ‘WHERE TO BUY € ‘ 


Women’s Novelties 





FALL STYLES ?” 


Take the Doubt Out! 


Samples sent gee returnable at eur 
expense. $8 to $5 Retailers 


SAMUEL COHEN SHOE Co. 
72-82 Linesin St. Boston, Mass. ? 











\ Latest Styles at 
Popular Prices 
Always in Stock ~ 





ST.~NEW YORK CITY 














“ELAM” 
Flexible Turn Shoes 
Per the Jobbing Trade Exclusiwety 


F. S. ELAM SHOE Co. 
ROCHESTER, N. Y. 
Boston Office, 183 Essex Street 











Shoe Ornaments 


g WHERE TO BUY * 





Newest Importations 
Cut Steel and Rhinestone 
SHOE ORNAMENTS“ 


Studded Heels 
6°8W32nd St.New York,N- 


LEON WEIC” 


LOUIS J. COBLENTZ, Mgr. 
Marbridge Bldg..New York 


IMPORTED BUCKCES 


From our own Paris Works 





Do You Know? 


That you can buy or sell it through 
the “Where to Buy” columns. This 
feature in its quick service is a time 
saver in meeting immediate needs. 
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What “Everybody” Should Wear 


[CONTINUED FROM PAGE 93] 


booths and their products will be 
shown by the models on the run- 
ways: M. N. Arnold Shoe Co., 
North Abington; Brockton Co- 
operative Boot & Shoe Co., Brock- 
ton; Churchill & Alden Co., Brock- 
ton; Conrad Shoe Co., Brockton; 
L. A. Crossett Co., Inc., North 
Abington; W. L. Douglas Shoe Co., 
Brockton; Doyle Shoe Co., Brock- 
ton; Stetson Shoe Co., South Wey- 
mouth; C. A. Eaton Co., Brockton; 
Leonard, Shaw & Dean, Middle- 
boro; Whitman & Keith Co., Brock- 
ton; Field & Flint Co., Brockton; 
Howard & Foster Co., Brockton; 
Geo. E. Keith Co., Brockton; Regal 
Shoe Co., Whitman; London Char- 
acter Shoe Co., Brockton; C. E. 
Lynch Shoe Mfg. Co., Brockton; A. 


Freedman & Sons, Inc., Brockton; 
Hurley Shoe Co., Rockland; M. A. 
Packard Co.. Brockton; Bion F. 
Reynolds Co., Brockton; Union 
Shoe Co., Brockton; Richards § 
Brennan, Randolph; Schwarz, 
Ruggles, Inc., Brockton; E. E. Tay. 
lor Co., Brockton; E. T. Wright & 
Co., Inc., Rockland; Thompson Bros, 
Shoe Co., Brockton; Stacy, Adams 
Co., Brockton; Rice & Hutchins, 
Inc., Rockland; Emerson Shoe (Co, 
Rockland, Hurley Shoe Co., Rockland; 
and J. E. French Co., Rockland. 

In addition there will be exhibits 
from many leather and accessories 
houses, and additional manufae- 
turers may be signed up during 
the next few weeks before the fair 
opens. 











Bjorkman and Davis Abandon 
Manufacturing Plans 


BrocktoN—Abandoning their 
original intention, Henr¥ (“Hank’’) 
Bjorkman, star Dartmouth football 
player, and his chum, Jack Davis, 
also a Hanover graduate, for the 
present will forego manufacture of 
sport shoes for distribution through 
student representatives in various 
colleges, and they have placed an 
order for 20,000 pairs to be made by 
the Field Bros. Co. of North Mid- 
dleboro, members of the firm of 
which live in this city. The order 
was obtained by Walter P. Field. 

Bjorkman and Davis created con- 
siderable of a stir in shoe circles 
some weeks ago when they an- 
nounced they had signed up nearly 
100 agents in various colleges to sell 
first class shoes of “zippy” types 
direct to students without their be- 
ing forced to pay a middleman’s 
profit or a retailer’s overhead. The 
shoes now are being rushed through 
the plant and it is expected first de- 
liveries will be made within two 
weeks to be ready for distribution 
almost with the arrival of the stu- 


* dent at school. 


Tinty Tot Shoe Corporation 
Reports Big Increase 


ROCHESTER—D. T. Pryor, secre- 
tary and treasurer of the Tiny Tot 
Shoe Corporation, successors to Hy- 
man Bros., manufacturers of in- 
fants’ footwear, reports a big 
increase in orders and states that 
they are operating at capacity. 


The new corporation is composed 
of men who have had many years’ 
experience in the manufacturing of 
infants’ shoes. E. H. Demars ig 
president, J. L. Heath vice-president 
and D. T. Pryor secretary and treas- 
urer. 


New Kid Firm 


PEABODY, Mass. — Dimond, Gryn- 
kraut Kid Mfg. Co., newly formed, 
is starting in Peabody to make kid 
leather in blacks and colors, includ- 
ing fancies. This firm is made up of 
I. Dimond and Dr. Adolf Grynkraut, 
both of whom were with the Agoos 
Leather Co. of Lynn, Mr. Dimond as 
general manager and Dr. Grynkraut 
as superintendent. The factory, 
which they are occupying is known 
as the O’Shea factory, and it was re 
cently operated by the American 
Hide & Leather Co. for the man 
facture of calf Jeather. 
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MOE STYLE SkOVW 


October 
4-5-6 
7-8-9 


Six Days = Six Nights 


Over forty manufacturers showing 
authoritative = i Winter Styles 
of the 


BROCKTON and 
SouTH SHORE SHOES 


The strongest evidence of the pride in their 
product taken by the shoemakers 
of this district. 


See Our Famous Shoes in Action! 


Style Revue Continuous 
Each Day, 4 to 8 P. M. 


BEWITCHING CHILDREN’S HOUR 
4 to 5 Daily. 


Features~a few of many 

Stunning decorations, with a realistic repro- 
duction of an old-fashioned Cape Cod Windmill 
as the center unit. 

Richly attired models on the runway, stress- 
ing an extensive display of women’s light welts. 

Unrivalled showing of Shoes, Tailored 
Shoes, and pretty Comfort for men and 
vad hedietan ine eoaaal Brockton Fair High 
Steppers- an annual feature, better than ever. 


A Quality Show for Quality Shoes!! 


The Most Wonderful Fair in America 


When writing to advertisers please mention Boot anv Snoz Recorper 
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DELIVERIES 
ON THE DOT 


CHERRY METL-TONE 
STILL GROWING IN. 
POPULARITY. 


Embossed Metl-Tone in 
Gold and Black Pig-grain 


now ready. 


Silver and Black Wave- 
grain and hundreds of 
other combinations are also 
awaiting your inspection. 


Sample our 


“ATLAS KID” 
“EBONY CABRETTAS” 


BOTH SURPASSINGLY 
GOOD LEATHERS 











ger Re in, 


BOSTON 
63 SOUTH STREET 
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Opportunity for 


RETAIL 
SALESMEN 


to get into 
business by earning 
co-Partnerships 


The J. C. Penney Company is 
the World’s Largest Chain De- 
partment Store Organization 

From one Store in 1902, it 
now operates 745 Stores, with 
a business last year of over 
$91,000,000. 


















Associate yourself 
With a growing concern 










Retail Salesmen under 35 years of 
age with selling experience in Dry 
Goods, Clothing, Furnishings or 
Shoes for men, women and 
children who realize that the path- 


way to Success means Hard Work— 









who are not job-hunters, looking for 






soft snaps. Investigate! 









WE WANT REAL MEN—who 
believe in themselves and are anxious 
to PROVE their fitness for greater re- 
sponsibilities. No financial invest- 






ment required. 











: Write to our nearest office for de- 
tails and our booklet, ‘‘ The Next 
Ten Years.” 


Penney. 


DEPARTME =y UO 


pies West 34th Street New York City 
1205 Olive Street St. Louis, Mo. 








When writing to advertisers please mention Boot ann SHoe REcorvER 
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ANNISTON, ALA.—Sawyer Shoe Co., 
shoes, incorporated with authorized 
capital of $10,000. 

DENVER, CoLt.—Newark Shoe Store 
(835 16th St.), shoes, reported selling 
or sold out. 

BLOOMINGTON, ILL.—National Army 
and Navy Store, shoes, etc., succeeded 
by Bloomington Bargain Store. 


Roann, INp.—E. E. Seigle, shoes and , 


repairing, reported selling or sold out. 

HartrorD, CONN.—Sterling Shoe 
Store, shoes, dissolved partnership; 
Israel Pearlman retires. 

CHAMPAIGN, ILL.—Applebaum-Maut- 
ner Co., shoes, etc., incorporated with 
authorized capital of $5,000. 

CuicaGco, Itu.—Allen’s Shoe Depart- 
ment (33 N. Dearborn St.), shoes, etc., 
incorporated with authorized capital of 
$10,000. 

Philip Kolkey (2525-2527 Milwaukee 
Ave.), shoes, etc., reported removed. 

Charles A. Stevens & Bros., Inc. 
(State St.), shoes, etc., increased capi- 
tal stock from $500,000 to $1,000,000. 

ToPEKA, KAN.—Earl E. Shell Cloth- 
ing Co., shoes, etc., succeeded by 
August Clothing Co. 

BALTIMORE, Mp.—Marcus Shoe Co. 
(933-987 N. ‘Gay St.), shoes, etc., in- 
corporated with authorized capital of 
$100,000. 

Boston.—Dora Arbetter (wife of 
Morris) (1167 Columbus Ave.), shoes, 
filed married woman’s certificate. 

Modena Hoffman (wife of Edwin 
R.), shoe repairing, filed married 
woman’s certificate. 

Kenyon Hide Co., leather, recently 
incorporated. 

HAVERHILL, Mass.—Servetnick, Inc., 
innersoles, incorporated with author- 
ized capital of $10,000. 

LyNN, Mass.—Chester Shoe Co., Inc., 
shoe manufacturers, incorporated with 
authorized capital of $50,000. 

Premier Shoe Goods Co., shoe goods 
manufacturers, incorporated with au- 
thorized capital of $20,000. . 

SALEM, MAss.—Irving Tanning Co., 
tanners, recently increased capital. 

St. Louis, Mo.—Rice-O’Neill Shoe 
Co. (1113 S. 12th St.), shoe manufac- 
turers, increased capital stock from 
$100,000 to $200,000. 

Detroit, MicH.—R. Zuieback & Co., 
Inc., wholesale ladies’ shoes, recently 
commenccd business at 104 W. Jeffer- 
son Ave. 

BERLIN, N. J.—Morris Kaplan, shoes, 
etc., recently commenced business here, 
reported sold out business at Medford. 

Newark, N. J.—Brody Bros. (395 
Springfield Ave.) (branch Morris- 
town), shoes, dissolved partnership— 
each continues alone, Abraham Brody 
at Newark and J. L. Brody at Morris- 
town. 

BROOKLYN, N. Y.—Reuben & Harris 
(R. & H. Bootery) (7819 Myrtle 
Ave.), dissolved partnership. Joseph 
Reuben retires, succeeded by Louis and 
Abe Harris. 

Solomon & Usherson (584 5th Ave.). 
shoes, etc., succeeded by Ben Levy. 


CHANGES IN BUSINESS 
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Tull & Gordon, shoe manufacturers, 
incorporated. 

Harris Bros. (1410 Kings Highway 
and branch New York City), shoes, re- 

orted discontinued branch at 504 Co- 
umbus Ave., New York City. 

BuFFaLo, N. Y.—Hayes Shoe Co., 
shoes, incorporated with authorized 
capital of $10,000. 

South Buffalo Stores, etc., 
porated with authorized capital 
$20,000. 

MASPETH, N. Y.—Lakstutis & Mil- 
chuis (and branches) (Progress Shoe 
Co.), shoes, discontinued branch at 
Newark, N. J. 

New YorK Criry.—Moore Vida L. 
Models, shoe manufacturers, incor- 
porated with authorized capital of 
$10,000. 

AKRON, OHI0.—Colonial Shoe Shop, 
shoes, incorporated. 

BREWSTER, OHIO.—Bonstel Co., shoes, 
etc., incorporated with authorized capi- 
tal of $50,000. 

Rosesurc, OreE.—W. 4H. Fisher 
(“Fisher Dry Goods Co.”), shoes, etc., 
succeeded by J. C. Brill Stores, Inc. 

GLENSIDE, Pa.—aAdolph Schweiger, 
shoes, etc., removed to Weldon, Pa. 

HARRISBURG, Pa.—Servall Shoe Co., 
Co., shoes, etc., incorporated with au- 
thorized capital of- $10,000. 

PHILADELPHIA, Pa.—Robert Wasser- 
man (N. E. cor. 60th and Walnut Sts.), 
shoes, reported selling or sold out. 

PITTSBURGH, Pa.— Maurice Lyttle 
(3057 Butler St.), shoes, sold out here 
—removed to 229 E. Washington St., 
New Castle, Pa. 

Union Crry, TENN.—James F. Cun- 
ningham (Cunningham’s Spot Cash 
Store), shoes, etc., succeeded by 
Mitchell & Owens. 

GREEN Bay, Wis.—A. A. Duchateau, 
shoes, reported sold out to G. De 
Bauche. 

MARYVILLE, TENN.—Hannah Cloth- 
ing Co., shoes, etc., Robert D. Wynn 
admitted. 

KERRVILLE, TEXAS.—Cecil Robinson, 
shoes, etc., reported sold out to Poole 
& Clark. 


incor- 
of 


Business Reverses 


TORRINGTON, CONN.—Burt Shoe 
Store, shoes, reported petitioned into 
bankruptcy. 

Harry Safirstein (Burk’s Shoe 
Store), shoes, reported petitioned into 
bankruptcy. 

Cuicaco, Itt.— Edward Garber 
(2427 Lincoln Ave.), shoes and repair- 
ing, reported asking general extension. 

SHREVEPORT, LA.—Elias Haddad, 


shoes, etc., reported petitioned into 


a + OES Rubenstein 
ALTIMORE, 

(527 N. Chester Sige ee etc., re- 
ported petitioned into bankruptcy. 
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Inc., shoes, reported asking general ex- 
tension. 

St. Louis, Mo—Nathan F. Heller 
(6915 Gravois Ave.), shoes, reported 
petitioned into bankruptcy—reported 
receiver appointed. 

BROOKLYN, N. Y.—Jacob Reiss (10? 
Belmont Ave., 405 Stone Ave., 110 Sut- 
ter Ave. and 69 Manhattan Ave.). 
shoes, reported petitioned into bank- 
ruptcy. 

Far Rockaway, N. Y.— William 
Schneider (705 Central Ave.), shoes. 
etc., reported petitioned into bank- 
ruptcy. 

New York City.—Sam Cohen (85 
Sheriff St.), shoes, reported petitioned 
into bankruptcy. 


AKRON, OHIO.—David Weisberg, 
shoes, etc., reported petitioned into 
bankruptcy. 


CoLuMBus, OHI0.—Max Bernstecker 
(1893 Parsons Ave.), shoes, etc., re- 
ported receiver appointed. 

PHILADELPHIA, Pa.—Harry H. Solo- 
mon (1642 Market St.), shoes, etc., re- 
ported offering to compromise at 25% 

Elite Boot Shop (Albert & Toll) 
(2630 N. 29th St.), shoes, reported 
petitioned into bankruptcy. 

Rubin Jacobs (314 S. 16th St.), 
shoes, reported petitioned into bank- 
ruptcy. 

PLYMOUTH, Pa.—Nathan Aeronson, 
shoes, etc., reported petitioned into 
bankruptcy. 

Terre Hitt, Pa.—Horace F. Zell, 
shoes, etc., reported petitioned inte 
bankruptcy. 

Woonsocket, R. I.—J. J. Gray & Co. 
(310 Main St.), shoes, reported peti- 
tioned into bankruptcy. 

LyNncHBuRG, S. C.—Joe Mendelson, 
shoes, etc., reported offering to com- 
promise at 20%. 

Sumter, S. C.—McCollum Dry Goode 
Co., shoes, etc., reported petitioned 
into bankruptcy. 


New Shoe Stores 
wins & Kimberlin, West Plains, 
0. 


W. L. Clement, Newman, Calif., shoe 
department. 
The Footwear (L. P. Baker, Propr.), 
Salem, Mass. 


A New Shoe Jobber 


New York.—William N. Kirsch- 
ner, manager of sales and advertis- 
ing for London Shoe Co. has resigned 
that position to take effect this 
month. He expects to engage in the 
general shoe jobbing business in the 
metropolitan district. 


SASL IELI 
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REY SE AT 


Classified and Opportunities Department 


RATES AND OTHER INFORMATION 
Copy must be received at the Boot and Shoe Recorder, me Guat ee, Setem, Bow 
advertisements be 


on Monday of the week of publication in order that published sare week. 
Otherwise insertion will be put over to the following week’s issue. 
POSITIONS WANTED ~ When advertisers desire answers to come in our care 
4c per word. Minimum Charge 75c. twelve words must be allowed for address. When ad- 
LINES WANTED ae vertisers desire replies forwarded direct to their address, 
4c per word. Minimum Charge 75c. each-word of their address must be counted in the ad- 
ALL OTHERS — Cin ve vertisement and paid for accordingly. 
a ini 1 
ALL ante om ae ree § Payment in advance is required, except when regular 
Five dollars per inch. Allow 45 words to an inch advertisers, as amounts are too small to open accounts. 


























SALESMEN WANTED SALESMEN WANTED 


SALESMEN WANTED 














SALESMEN WANTED 


For one of the best known lines of boys’ and girls’ popular priced in-stock shoes. Will 
pay expenses and commission or equitable drawing account. Our proposition is a steady 
money maker. for the right salesmen who will work. We have territories open for men 
resident in the following States: 


ALABAMA KENTUCKY OKLAHOMA 
ARIZONA LOUISIANA OREGON 

ARKANSAS MARYLAND PENNSYLVANIA 
CALIFORNIA (District of Columbia) (Pittsburgh District Only) 
COLORADO DELAWARE SOUTH CAROLINA 
GEORGIA MICHIGAN TENNESSEE 

IDAHO MISSISSIPPI TEXAS 

ILLINOIS MISSOURI UTAH 

INDIANA MONTANA wae eae mate 
IOWA NEBRASKA WEST VIRGIN 

KANSAS OHIO WYOMING 


In reply state territory covered, for how long, annual sales past two years, whose line 
have sold for same period, age and references. Address C- 355, care Boot & Shoe Recorder, 
207 South Street, Bostor, Mass. 








Philadelphia, Eastern Pennsylvania, Delaware, Maryland and District 
of Columbia. We have this territory open for an experienced salesman 
with an established following. High grade Boys’ Welts of recognized 


quality. Can be handled with a quality non-conflicting line. Straight 
commission basis. Give full particulars with application. 


NEENAH SHOE COMPANY Neenah, Wisconsin 














SALESMEN WANTED WANTED 

Large manufacturer of rubber footwear 
needs salesmen experienced in_ selling High caliber salesmen with estab- 
leather or rubber shoes to retail trade; lished trade to sell line of popular 
$35.00 to $50.00 a week drawing account, priced novelty turns in Misses’, 
plus expenses, against commission; New Children’s and Infants’ to the re- 
York City district. Present salesmen tail and volume buyers in the fol- 
earning up to $7500 a year. Must be lowing territory: Arkansas, New 
under 40 years of age, with thoroughly Mexico, Arizona, Colorado, Kan- 
sound character and _ successful sales sas, North and South Dakota, 
record. Montana, Illinois, Indiana, Nevada, 
F. B. Morss, care William L. Minnesota, California, Washington 
Fletcher, Ine., 80 Federal St., and Western Texas. Spring line 
Boston, Mass. ready October 15. First letter, 


territory covered, present connec- 
tions, references, etc. 











Address Box C-367, care Boot 
and Shoe Recorder, 207 South 
St., Boston, Mass. 


a A SIDE OR oe ee retail Shoe Sales- 
FULL TIME LINE man, good position to the right party. 


State in letter giving qualifications, references 
In the following cities we know 











and wages expected. Address Possner Shoe 
Store, Morgantown, W. Va. 








there is ripe opportunity for the ALESMAN WANTED—Good opportunity 
right man to make money selling is offered to a salesman who has a follow- 
Chippewa Shoes: Kentucky, Ten- ing in the trade in Chicago and vicinity with 
nessee, Mississippi, Alabama, Louisi- a popular line of 'Women’s—Misses’—Chil- 
ana, Eastern ‘exas. References dren’s and Boys’ Shoes at popular prices. Ad- 
and past’sales records must be sent dress C-365, care Boot and Shoe Recorder, 189 
direct to this company 7 each ap- W. Madison St., Chicago, Ill. 
plicant for any of the above terri- 
tory. A Chiara ‘sand Mk in an Ture Shoes? ties of 
ren’s an isses’ T hoes plen- 
CHIPPEWA SHOE MFG. CO. id opportunity for high grade s 
Chippewa Falis, Wis. pH ed with application. Mines C-243, 


care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 


WANTED—A representative for Pennsylvania 

to sell a line of men’s fine shoes to retail 

trade on ye — i ee of shoes, 

oung men’s es, pena qual 

C252 care Bost and Shoe Recorder, 207 South 
, Boston, Mass. 








A Real Opportunity 


For two “live” energetic salesmen 
in the states of, Georgia, Florida, 
Oklahoma, Louisiana and Arkan- 
sas, to sell the “fastest” growing 
line of Men’s Style, Official Boy 
Scout and Foot Protection Shoes 
in America. Substantial drawing 
account against commission. Must 
come well recommended. State 
full qualifications in first letter. 
Address Herbert C. Groenewold, 
General Salesmanager, Joseph M. 
Herman Shoe Co., Millis, Mass. 








“Are You the Man We 
Are Looking For?” 


We would like to add salesmen to our 
selling force in the following territories: 
Southern Ohio, Michigan, Indiana, Ken- 
tucky, Illinois, Wisconsin, and Missouri. 
The man we have in mind is a _ specialist 
in selling to good retail operators. e 
feature one of the best lines of Children’s 
and Misses’ Turns and Welts up to Grow- q 
ing Girls’, manufactured in Pennsylvania. 
We carry a stock department of fast 
— and pay a good rate of commis- 
sion 

We would like to hear from energetic 
salesmen with complete details in the 
first letter. 

JAINDL & hee, SHOE CO. 
Allentown, Pa. 
Attention: Sales Manager 

















TO WHOM IT MAY CONCERN 








To Whom It May Concern: 


This is to notify that I have sold out 
my entire interest and good will to 
Jack Schwartz of Norfolk, Va., of the 
Cinderella Shoe Shop, since February 1, 
1926. 
I will not be responsible for any debts 
that he will make agai the 
or that he has agai the 

K. GOLDENBERG. 
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LINE WANTED 


LINE WANTED 


POSITION WANTED 








A Ready-to-Use Sales Organization 


An organization of resident shoe salesmen selling the retail trade 
of the country, together with their sales manager, is available for 
some progressive New England manufacturer .of women’s- medium 


priced McKays and welts. 


This organization is now selling the output of a factory contem- 
plating liquidation and is in the field ready and able to sell from thirty 


to fifty cases daily. 


Our proposition is strictly commission, no drawing accounts are 
asked or expected, but the line we sell must be up-to-date, well-made, 
and priced to retail at from $4 to $6. ; 


The manufacturer of such a line can obtain the services of this 
organization—ready to start immediately. 


Send replies to: 


C-351, BOOT AND SHOE RECORDER, BOSTON, MASS. 














OHIO and DETROIT 


By high class man with 
long experience on territory. 
Have sold both men’s and 
women’s shoes; and have a 
following among the dis- 
count trade. 
details as to line and com- 


pensation in first letter. 
Address C-356, care Boot and 


Shoe Recorder, 207 South St., 
Boston, Mass. 


ESTABLISHED 
LINE WANTED 


For 


Please state 








OMEN’S Novelty Line, either McKay or 
Turns, at popular prices wanted by sales- 
man covering Baltimore, Washington, D. C., 
Philadelphia and Wilmington. Best references 
can be given you. Address C-354, care Boot 
and Shoe Recorder, 207 South Street, Boston, 


Mass. 





I AM open for a one snappy line of women’s 

popular priced novelties for Pacific Coast 
on strictly commission basis, paying own ex- 
penses with monthly settlement. P. O. Box 
701, Redondo Beach, Cal. 


GGRESSIVE salesman desires strong line 

for Detroit and adjacent territory. Four- 
teen years’ experience. Age 34, married. A 
high grade salesman well and favorably known 
in territory. Best references. Address C-362, 
care Boot and Shoe Recorder, 207 South 
Street, Boston, Mass. 


INES WANTED. For Ohio and Michigan. 

On straight commission. To handle out of 
Cleveland office Men’s, Women’s or Boys’; 
must be medium priced. Address C-366, care 
Boot and Shoe Recorder, 207 South St., Bos- 
ton, Mass. 











POSITION WANTED 





ATTENTION— 

SHOE MERCHANT! 
An aggressive young man of ability, 
based on past performances, 


ires con- 
nection in capacity of Manager or Buyer 
with a LIVE WIRE CONCERN. 
Address C-363, care Boot and 
Shoe Recorder, 9th Floor, 239 
W. 39th St., New York, N. Y. 


WANTED medium priced line’ either Men’s 
or Women’s $5.00 or $6.00 retailers. Been 
working Chicago territory for fourteen years. 
Address C-364, care Boot and Shoe Recorder, 
189 W. Madison St., Chicago, Til. 








FOR RENT 








FOR RENT 








FOR RENT 


Fine office and salesroom in 
heart of N.Y. City shoe trade, 


suitable for one or two lines. 


C.-353, Care Boot and Shoe Recorder 
239 W. 39th St., 9th floor, N. Y., N. Y. 


HOE SALESMAN. Fifteen years success- 
fully selling Brooklyn footwear. Open for 
bonafide proposition where future is assured. 
Sales for last year $350,000. A-1 credentials. 
Address C-361, care Boot and Shoe Recorder, 
9th Floor, 239 W. 39th Street, New York, N.Y. 


POSITION WANTED—Executive, depart- 
ment and chain shoe store experience, and 
two departments of his own, wishes. to prove 
ability with reliable concern. Competent as 
buyer, manager, merchandiser for one or more 
stores. Address C-359, care Boot and Shoe 
Recorder, 207 South Street, Boston, Mass. 








BUYER—wants to make a change; at pres- 
ent buying for one of the largest and 
highest grade men’s departments in Middle 
West. Address C-357, care Boot & Shoe Re- 
corder, 189 W. Madison Street, Chicago, III. 


SHOE EXECUTIVE—with ten years all 
round experience covering sales, credits, 
collections, exports, and costs. Available im- 
mediately. Address C-360, care of Boot and 
Shoe Recorder, 207 South Street, Boston, 
Mass. 











FOR SALE 


FOR SALE—Ladies’ Shoe Department “4? 
one of the best stores in Rochester, N. Y., 
with or without new stock. Rent on per- 
centage basis. Reason, other business requires 
full time. Address C-358, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 











FOR RENT 








NEW YORK OFFICE 
FOR RENT 


Me Stasi 


Owing to liq of bust our 
desirably located office at 1521 Bush 
Terminal Building, 130-132 West 42nd 

imme- 





diate possession. 

desirable suite, with private office and 
ante room where st and tele- 
phone eperator serves two offices. Will 
sublet on attractive terms until May 


that date. Equipment, including sample 
cases, desk, table, chairs and rugs, for 
sale at very reasonable figure. 

UTZ & DUNN CO. 
87 Canal St., Rochester, N. Y. 














——— 
BUSINESS OPPORTUNITY 











WANTED—SHOE FACTORY 


tion will co-operate with any Shoe 
Manufacturer in wa a fac in 
Carbondale, Illinois. I 
fully furnished. 
Carbondale Business Men’s 
Association 
Attention of J. F. Daniel 






































Sell Us Your Left Over 


New York Export Purcnastne Corp. 
596 Broadway, N. Y. City 
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MISCELLANEOUS 





MISCELLANEOUS 


MISCELLANEOUS 








“MANCHESTER” 


(Trade Mark Reg. U. 8. Pat. Off.) 


CURVED JAW NIPPER 
Just the Tool for That Tack 


The only nipper 
made which is just 
the right shape to cut 
out tacks on the inside 
of shoes. 


“Manchester” 


Trade Mark . Uv. &. 
Pat. . 


nip are made of 
high grade tool steel, 
plated, with a 


curved jaw that en- 
ables you to cut the 
tacks close to the in- 
sole. ‘ 

Be sure and specify 
Genuine 
“MANCHESTER” 
curved jaw when er 


Write us direct if 
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Frank W. Whitcher Co. 


Patentees and Manufacturers 


Boston, Mass. far. Lobe Se. 


CSTABLISHED 1890 


LABEL 
SHOE CARTONS 


EXCLUSIVE BUT NOT EXPENSIVE 
SAMPLES UPON REQUEST 


FRANK C. MEYER Cow 
PeOt Cantera TR) 
263-271 LEXINCTON AVE , BRODKLYN, NY 
AMERICA’S CREATEST 
SHOE CARTON & LABEL MFCS 














Milbradt 
Ladders 


made for 40 years 
i by the origina] in- 
i ventors. 
(Made in all styles 
to suit any shelving 
condition. 
1 Get our price before 
placing your order 


Milbradt 


Manufacturing Co. 
2416 No. 10th Street 
ST. LOUIS, MO. 





New and Used Chairs 


Save floor space 
and make your 
store more attrac- 
tive. 





Finished in any 
color and recov- 
ered to match fix- 
tures or furniture. 
Stock always on 
hand. Shipped 
any where. 





Prices: From $2.00 each up 


Crown Motion Picture Supplies 
Now located at 729 7th Ave. 
3rd Floor, Room 310 
New York City ---.#---- N. ¥. 








MYERS 331" 
TIR 

















A SHOE STORE NECESSITY 


“VARNUM” 
(Trade Mark Reg. U. 8. Pat. Of.) 


SIZE STICK 


The Most Po Stick 
U oday 






“VARNUM” 
Marked with Standard 


the store, also s long wearing 
and ussful ene as well. 


Specify “VARNUM” 


To Your Jobber or Write Direct 
Manufacturers 


F. W. Whitcher Co. ‘Sia 








WINDOW 
DISPLAY 
FIXTURES 


Made by 


Segall & Sons 


933 Arch St., Philadelphia 
Are Business Getters 
Send for Catalog and Prices 








STORE LADDERS 
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ween 
LABELS 


The DISTINCTIVE atid 


PERMANENT MARK 


F.H.KLUGE 
WEAVING CO. 
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Send Specialists in 
eae Children’s 
List. Shoes for 20 
years. 
Terme 5/10— 


Net 30 





IN-STOCK 


Stock No. 1580—Little Gents’ Tan _ Blucher, 
Rubber Heel, Horse Butt Sole, ed Drill 

Improved Stitchdown. 9-13 $1.75. - e 
No. 1583—Misses Tan Bal—Rub. Heel. 11%-2 
S53: Childs’ 8%-11 $1.75. Infants’ 5%-8 


DR. KELLOGG SHOE CO., LYNN, MASS. 
587 Washington Street 
(Salesmen: Certain choice territories are open) 











GROPING IN THE DARK 


Time was when the purchase of advertising space was 
a “blind groping in the dark.” Advertisers had no 
means of checking a publisher’s statement of circulation 
and often these figures were unreliable. 


In six years the Audit Bureau of Circulation ‘has 
solved this perplexing problem. By a systematic analysis 
of distribution and methods this organization is able to 
supply just the data an advertiser needs. The darkness 
is dispelled and the bright light of verified facts takes 
its place. Space buyers no longer find it necessary to 
grope in-the dark. 

There are no dark spots in the Boot and Shoe Recorder 
circulation. Our records are audited by the Audit 
Bureau of Circulations. 
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BROOKS BALLETS 


NO. 600 BLACK KID 


MADE ON RIGHT AND LEFT LASTS 
‘Woman’s 2) to 8 $1.45 


Misses’ 114% to 2 1.40 

Child’s 6 to 11 1.35 

WHITE KID 30c EXTRA 
IN STOCK 


Write for complete catalog 
a 


* . 
sr OF Fas @& 


Philadelphia, P 





There are many boudoir slippers. 
There is only one “Greeley Boudoir’’— 
made by master boudoir makers in a 
city where hand-turned footwear is an 
art. These beautiful boudoir sli 
are in a class apart from all others. 
Write for sample—and you 
will instantly see why. 


A. W. GREELEY 


Manufacturer 


Haverhill Mass. 























MISCELLANEOUS 


WANTED TO PURCHASE 


Embossed Leather for 































Men’s Shoes 


PRICES PAID MILWAUKEE—Shoes of embossed 


ey | leather have figured very heavily in 


RY Do gen e. Short recent orders at the Weyenberg 


lence Shoe Mfg. Co., manufacturers of 
men’s popular priced dress shoes, ac- 
cording to Robert Dempsey, sales 


York City 
Dock 0352 manager. A trend to darker shades 





of tan has been noticed, and blacks 
are moving in greater volume at the 








Made Only of Wood 









for all lines of or 
IMMEDIATE 

SHIPMENTS 

Send for Catalog Phone 


present time. 
“Business is very good, and our 
; orders are coming in so fast we can’t 
Any | fill them,” declared Mr. Dempsey. 


other 
quentity. Prompt attention given. “We have been doing very well with 
KIRSCH-BLACHER CO., Ime | our embossed leathers, as this effect 


622-684 Broadway, New York, MN. Y. seems to be attracting considerable 


attention in the trade. Darker 








Tg Osean Onnen Ca 
fiw. FOueTH $F. 
SIN CINNATE, O 





shades of tan are coming in strong, 
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Miller, O. A., Tree. Machine Co., Brock- 
ton, Mass. 


Myers, F. E., Bros. Co., The, Ashland, 
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Onken, Oscar, Co., Cincinnati, Ohio...... 109 


aaa Artificial Flower Co., Chicago, 


deals & Co., Philadelphia, Pa.......... 108 
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Vay Shoe Trimming Co., Brooklyn, 
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oa: Leon, Inc., New York City....... 102 
Whitcher, Frank W., Co., Boston....... 108 
LEATHER AND OTHER MATERIALS 


American Hide & Leather Co., Boston.. 84 
Armstrong Cork Co., Lancaster, Pa.:.... 10 


Barbour Welting Co., Brockton, Mass.... 86 


Beggs & Cobb Co., Boston.... ......... 99 
Creese & Cook Co., Boston............. 24-99 
Einstein, J., Inc., New York City........ 60 


Evans, John R., Co., Camden, N. J.... 


Goodyear Tire & Rubber Co., Akron, O.. 23 








Hale, Alfred, Rubber Co., Atlantic, Mass. 
76-77 


Hecht, F., & Cc., Boston and New York, 
2nd Cover 
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Levor, G., & Co., Gloversville, N. Y...... 2-3 


New Castle Leather Co., New York City 94 
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WOE ‘diwwdcmbusie cs siete ey emisierssms 28 


Rueping, Fred, Leather Co., Fond du Lac, 
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Schmidt, Carl E., & Co., Ine., Detroit, 
WE  S dv hehe vaseropdeur sieessenbenves 6 
Skinner, Wm., & Sons, New York City.. 34 
Snyder, H. 8S. & M. W., Boston......... 104 
Winslow Bros. & Smith Co., Inc., Nor- 
Gy, ME ecusccumedentasvennss4eus 12 


West Virginia Pulp and Paper Co., New 


pe Br ee eee pce a ee 99 
MACHINERY, LASTS, MFRS.’ SUPPLIES, 
DRESSINGS, ETC. 
Hamilton-Wade Co., Brockton, Mass.... 96 
Nu-Shine Co., The, Reidsville, N. C...... 100 
United Fast Color Eyelet Co., Boston.... 97 
United Last Co., Boston................. 33 

United Shoe Machinery Corp., Boston 
32-38-64 
MISCELLANEOUS 
Atlantic Printing Co., Boston........... 161 


Boot and Shoe Workers’ Union, Boston.. 95 
Brockton Fair, Brockton, Mass.......... 103 


a a Mfgrs. Mutual Ins. Co., Van Wert, 


Cewehcéccctobes e6ege cease esmneees 68 
Glauberg, Max, New York City.......... 109 
Hotel Martinique, New York City........ 96 


Kalter, Cerf. Mercantile Co., Inc., New 
WON ME ccuatetnsectdernccabeeaseius 109 

Kirsch-Blacher Co., Inc., New York City.. 109 

Kluge, E. H., Weaving Co., New York City 108 


Meyer, Frank C., Co., Inc., Brooklyn, 

Wh. Me. tecvuasdushane seks bewh evs Obs bas 108 
New York Export Purchasing Corp., New 

Wee CROP ans hi snceycceskibeciesawaes 107 
Penney, J. C., St. Louis, Mo............ 104 
Shoe Trades Journal, Leicester, Eng..... 72 
St. Louis see and Wholesalers 
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Tolman Print, Boston, Mass.............. 108 
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Complete! Including the new Packard Style Line for Fall. 


This complete In-Stock Service has been installed to give greater service to 
Packard dealers. 


It means; 


Reduced inventory. 

Satisfied customers. 

Sales losses prevented. ) 

A dependable delivery service which makes the immense Packard IN- 
STOCK Department practically a part of the Packard dealer’s store. z 


No extra charge for In-Stock service 


Packard Shoes shipped from stock are billed the same as regular 
advance orders 


M. A. PACKARE ~JMPANY 


BROCKTON 


Boop 
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‘Phenomenal demand, for these Rogers 
Dros ‘Patents& Satins Breaks all Records, 
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This demand for Rogers Brothers shoes is due directly to the 
overwhelmingly greater quality and greater value so emphatically 
illustrated in these two outstandingly beautiful styles. 


It began with the first Fall presentation during the Boston 
Shoe Show, when merchants bought hundreds and hundreds of 
cases. ‘The word soon reached the Mid-Western, Western, 
Southwestern, Northwestern and Southern cities—and now sales 
to date reach close to 90,000 pairs on these two models alone. 


As a buyer, these truly extraordinary sales records are 
significant to you. If you feel it important to keep abreast 
of the development in greater shoe sales at full profit, 
align yourself with the merchants of the Rogers 
Brothers Army who hold fast to that which 

is a sound and assured profit attainer. 


—Ready to express or freight 
—Send your order NOW 


No. 6488—Exguisitely graceful one strap that 
unites superb fitting quality with outstanding 
simplicity. 


Patent Leather, 18/8 spool 
heel. A to C widths. 
No. 6494—Black Satin, 18/8 e 4 : 
spool heel. A to C. widths. , Ce 
No. 6489—Patent strap, . 
Cuban heel. I fe 
we 6495—Satin strap, Cuban e J 

Z, Y , 

thd 


eei. 


No. 6401—A thrilling new D’Orsay that ac- 
cepts all quality fitting and value challenges 
with glee. 

Patent Leather of superior 


quality, medium toe, 18/8 
spool heel. A to C widths. 3 60 
No. 6400—Black Satin of ex- = 


cellent grade, 18/8 spool heel. 
A to C width 


s. 
No. 6404—Patent with Cuban 
_ 3.50 
No. 6403—Satin with Cuban . 
heel. 


59 Lincoln Street 
Boston, Mass. 





Manufacturers : 
and Distributors adi xt 
fae 135 Bush Street 
San Francisco 
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